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“Rebuilding while Continuing Business” 


HEY are tearing down the old train shed at the 

South Station, Boston. Many a shoe man will 

remember it as a vast chamber of winds in winter 
and a veritable oven in the summer. It is a passing 
symbol for a new modernization plan that is being en- 
couraged in Boston. But mark you—the South Station 
was not demolished as any other building structure in the 
hands of wreckers. A new station was built beneath it, 
girder for girder, and the top removed only when there 
was something better to take its place. 

Those of you who know Boston can appreciate the 
hordes of people who go through the South Station. 
Statisticians say that there is a greater in and out-go of 
commuters from the South Station than any other sta- 
tion in the world. The reason for that is the wide flung 
suburban districts. The business of moving the public 
to and fro is uninterrupted. The building of the new 
goes on while the old structure is still in partial use. 

In like manner a new business district is appearing in 
Boston, built and planned to permit an orderly continu- 
ance of business while a great change is taking place. 
We have told this story as part of the picture of the 
wider and greater changes also taking place in the pro- 
gram of modernization of New England shoe businesses. 
Slowly but surely new institutions are building up. 

Craftsmanship goes into the traditionally well made 
New England shoe—a heritage of 300 years of shoe 
making. A new edifice in service to the shoe merchant, 
and through him the public, is being erected on modern 
merchandising principles, while at the same time the old 
characteristics of shoe making—abilities of the past are 
being preserved, The real effort is to make the new 
structure of business more in tune with the speed of 
production and delivery and the modern need for certain- 
ty of color and style. 

There is a proper parallel between the rebuilding of 
the old South Station and the rebuilding of the old New 
England industry of shoes. We see evidences of it this 
year—officially to be observed as Boston’s Tercentenary. 
There is a new spirit in this corner of the country, and 


it is most refreshing. There is a new optimism in this 
part of the country. We have seen much new building 
and many evidences of people at work roofing, plaster- 
ing and painting. The New England states are rebuild- 
ing highways and spending considerable moneys in works 
that readily translate themselves into daily wages. 


HIS is really the first section of the country, that 

as a unit is putting its best foot foremost to correct 
this serious mood of depression prevalent not only in this 
country, but in other parts of the globe. Come into 
New England this springtime and see for yourself some 
of the spirit of the old New England town meeting that 
spent its moneys and enlarged its enterprise as a spring- 
time token of their faith in their villages and towns and 
in mankind. 

If modernization is hitched up with the idea of 
cheapening goods by machinery, then it cannot be said 
to be entirely a success, if in that cheapening craftsman- 
ship is forgotten. There is something in the traditional 
spirit of a craftsmanship community in this northeast 
corner of the country. Early footwear was made by 
pioneers for their own and their neighbor’s needs, en- 
tirely by hand, first in their homes and then in small 
shops adjoining. Time passed, factories were built and 
efforts concentrated upon the production of fine shoes. 
Later generations carrying on the skill of the com- 
munity, developed original ideas in lasts and patterns, 
machinery and factory methods. Old communities 
change slowly—but they surely change. 

Slowly but surely New England is rebuilding, and we 
have seen token of it this week, despite frigid weather 
and a slump in sales at retail. Moving the goods of 
human use will follow when the major wants, construc- 


tion and employment, translate themselves into dollars 


MadET I fleaalorens 


Editor 


and cents. 





Style Takes the Middle Path 


Fall Fashion Recommendations Indicate Orderly 
Safety-First Selections 


COLORS FOR FALL 


WOMEN’S SHOES 
Leafbrown Greenwood Winetone Red 
Admiralty Blue Salvador Brown Mooresque 
Almora Prado 
MEN'S SHOES 


Luggage Brown Saddle Brown Rusk Brown 
Briar Brown Oxblood No. 2 


EW YORK, April 29.—The all-industry style con- 
ference is in session. It is the biggest meeting 

ever held for the consideration of fashion in foot- 
wear. There are 1500 men and women of the shoe and 
leather and allied industries in this silver and blue style 
salon at Hotel Astor. Color, music, lights, living models 
and even talking movies. All of these instruments of 
fashion intelligence add to the sum of the trade knowl- 
edge of what will be wanted by the great American 
public next fall and winter. 

Milton G. Harper, acting chairman of the Styles Com- 
mittee, opens thé big session and explains that the pre- 
ceding day has been spent in a study of the forces of 
fashion that showed measurable certainty at retail sale through the use of living models furnished through 1 
next fall. He introduces John C. McKeon by giving courtesy of Saks-Fifth Avenue. Mme. Hamilton Jc!- 
him the title: “the Greatest Showman of the Shoe In- fries, fashion editor of Boor AND SHoE ReEcorDER, 
dustry.” an exceedingly practical manner explains the new colo: 

Miss Margaret Case of Vogue tells us a great revolu- Alternate leathers and materials are placed against t! 
tion has taken place in women’s fashion. There are new model to show the range of possibilities of color ha 
lines and new silhouettes. Skirt lengths come down and monies. 
waistlines go up. Skirts are longer and lengthen as the Mme. Jeffries shows how it will be possible, in t 
day progresses. Shoes are not obliterated at all for they next fall season, to select fewer shoes to blend with mo 
play a most important part in the ensemble. There are costumes. Her constant use of the word “ensem)! 
more occasions for specific and harmonizing shoes than prompts us to give a billion dollar credit to the effectiv 
ever before. The pump will continue its popularity. ness of that word alone, for it has made possible prot 
The daytime shoe is higher cut. The strap comes lower and prestige in every apparel industry and is now findin 
on the ankle. The toe is the point of interest. its place in the men’s field. Diligent search was made 01 

The outstanding feature of the entire conference is Monday for a masculine word that would imply en 
the Human Color Card, stressing ensemble effects semble. 
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No meeting is complete nowadays without a banker, 
so Francis H. Sisson, vice-president of the Guaranty 
Trust Company, spoke on the commercial value of style. 
Some of his comments follow: 

“All over the world the vast problem of overproduc- 
tion is facing readjustment. Commodity prices have 
gone down and down since last summer—sliding a little 
at a time but gradually working their way up. 
activities are 7 per cent below the same period last year. 
We find that money is becoming easy and money rates 


Business 


are going down and so we face the great economic battle 
between falling prices on one side and easier money on 
the other. It is safe to hazard that eventually easy 
money and easy credit will be the factor and there will be 
a readjustment of the money situation. Economists tell 
us that good business follows a period of easy money.” 

Now, for the first time at a conference, men’s shoes 
“get a break.” Bertram Carter of New York pleaded for 
amore liberal attitude in men’s stores; the introduc- 


[TURN TO PAGE 86, PLEASE] 
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TANNERS 
SHOW LEATHERS 
FOR FALL 


If the thundering herd that once was, 
but now is created into every conceivable 
leather, the 
in the Gold Ballroom and Laurel Room of 
the Astor Hotel 
progress has developed in the tanning indus- 


could have reviewed exhibit 


and understood what 
try they would almost willingly have given up their lives 
and met the inevitable to have made it possible. 

Pronounced as the greatest of any of their exhibits, 
leaders of the Tanners’ Council, with forty-five repre- 
sentatives of the upper leather group displaying approx- 
imately 75 per cent of the nation’s entire output of shoe 
leather, put their best products forward for fall and 
winter. 

Not only was the exhibit of leathers of dominating 
interest, but from everywhere came manufacturers to 
look, listen and order for fall prosperity. 

Many exhibitors announced greater interest than at 
any previous show. “More sampling and a firmer grip” 
was the comment regarding the manufacturers’ attitude 
toward the fall business program. 

From the viewpoint of interest it was a laboratory 
of careful selection of colors and finishes, with manu- 
facturers devoting hours to the study of the exhibit. 

In magnitude and representation, the occasion brought 
a large majority of leather and shoe manufacturers. 





WOMEN'S STYLES 


MILTON G. HARPER, Acting Chairman 


TYPES FOR GENERAL USE, FOR STREET, SERVICE, BUSINESS, SHOPPING OR TOWN \ 
For Early Fall Selling 


PATTERNS: 
1. Oxfords. 


2. Straps. 
3. Step-ins, ornamented pumps and plain pumps. 


NOTE: Attention is called to the modified Colonial pump. 
LASTS: 


Present types. 
NOTE: The narrow toe as used at the present in the East 


is increasing in sale throughout the country. 
HEELS: 


10/8 to 17/8. 
NOTE: The type of the shoe should determine the shape 
and height of the heel. 


New heels are being developed, of which the 10/8 1 
heels are assuming importance and should be watched 


MATERIALS: 
1. Kid and calf. 
2. Suedes in combination with kid and calf. 
3. Reptiles (genuine and simulated, with lizards pr 
nating). 
4. Patent leather. 


COLORS: 
1. Black. 
2. Brown (Prado, Mooresque and Almora). 
3. Greenwood (a walking shoe brown—true brown shaiec) 
NOTE: Attention is called to Leaf Brown, Wineston: 
and Admiralty Blue on shoes to accent or match w 
in tweed and smooth weaves with bags to match shoes 


For Late Fall and Winter 


PATTERNS: 

Same as recommended for early fall. 
LASTS: 

Same as recommended for early fall. 
HEELS: 

Same as recommended for early fall. 
MATERIALS: 


1. Kid and Calf and Suede, in combination. 
2. Reptiles, plain and combination with above. 
3. Patent. 


COLORS: 
1. Black. 


2. Browns (in order of importance), Prado, Moor: 
under various names by different tanners. 


3. Greenwood. 
NOTE: Salvador Brown and the Red shades are consi 
as a high fashion with Black or with related fabrics 


Salvador with Rust shades, the Reds with Patou’s and 3! 
neaux’s shades. 


TYPES FOR AFTERNOON WEAR 
For Early Fall 


PATTERNS: 
1. Pumps, trimmed pumps and gore pumps. 
2. Straps. 
3. Oxford and ties. 

MATERIALS: 


1. Kid, plain or in combination. 

2. Suedes (all-over and in combination). 

3. Patent leather. 

4. Fabrics. 

NOTE: Reptiles will be used as trimming and also for com- 
binations. 


COLORS: 

1. Black (at least 50 per cent). 

2. Brown—Prado, Almora and Leaf Browns. (Com! 
tions of leathers, such as kid and lizard, suede 
lizard.) 

3. Greenwood. 

4. Winestone Red and other dark red shades in this t: 

NOTE: Admiralty Blue and other dark blues are for 

fashion early in the season, with grays and other blues. 
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For Late Fall 


PATTERNS: 
Same as recommended for early fall. 


MATERIALS: 
1. Suede (all-over and in combination). 
2. Kid (plain or in combination and some light-weight calf). 
3. Reptiles and reptile trim. 
4. Patent leather. 
5. Fabrics. 


COLORS: 


1. Black (at least 50 per cent). 

2. Browns—Prado and Mooresque and Salvador. 

3. Greenwood. 

NOTE: Attention is called again to dark reds, like Wine- 
stone, but not for volume use. 

Attention is directed to the Browns with a Mauve under- 
tone (or Plum bottom in leather). These colors are new 
and very important for high fashion, but they are not Red 
Browns. 


EVENING SLIPPERS 
HEELS: 
16/8. 
MATERIALS: 
1. Dyeable materials (including satin, brocades, crepe moire, 


PATTERNS: 
1. Straps (including sandals). 
2. Pumps (trimmed and plain). 


LASTS: 
Present types. 


lamé, and fanconne*). 
2. Black fabrics, such as satin, moire, faille, crepe, lamé, and 
faconne*. 


ACTIVE SPORTS WEAR 


PATTERNS: 
Oxfords, Prince of Wales types, Moccasin effects, straps 
with brogue and sport effects. 


LASTS: 
Present types. 


HEELS: 
8/8 to 12/8. 


MATERIALS: 


1. Tan and Brown and Smoked Elk leathers, and combina- 

binations (with grain and reptilian trimming). 

2. Calfskin (plain and combinations). 

3. Suede and suede finished leathers. 

As the standards of living are improving, footwear for win- 
ter sports finds a more important place in every shop. All 
sports are on the increase, such as golf, hunting, riding, 
hiking, skiing, and all outdoor activities. 


WOMEN’S VOLUME FOOTWEAR 


E. C. HYDE, Acting Chairman 


For volume buyers and distributors of shoes retailing up to six 
dollars. 


NOTE: In presenting this volume report the committee has 
endeavored to combine practical selling recommendations with 
the style forecast. 


TYPES FOR GENERAL USE—FOR STREET WEAR, SHOPPING AND BUSINESS 
For Early Fall 


PATTERNS: 

1. Straps. 

2. Oxfords and ties. 

3. Pumps and step-ins, trimmed and plain. 

LASTS: 

While there is still a large sectional volume in full and 
square toes, there is an increasing tendency toward nar- 
row toes. 

HEELS: 
10/8 to 16/8. Extreme styles-carry heels up to 18/8. 


_ 


* Figured materials of dull and shiny combination texture. 


Boor AND SHOE RECORDER 
combining THs SHOB RETAILER, May 3, 1930 


MATERIALS: 
1. Kid and light-weight calf. 
2. Patent leather. 
3. Reptile. 
4. Suedes, trimmed and in combination. 


COLORS: 
1. Black. 
2. Browns. 
Prado, Mooresque, Almora. 
NOTE: Attention is called to the importance of dull finished 
black leathers. 





For Late Fall 


PATTERNS: 

1. Straps. 

2. Oxfords and ties. 

3. Pumps and step-ins. 

LASTS: 

While there is still a large sectional volume in full and 
square toes, there is an increasing tendency toward nar- 
row toes, 

HEELS: 
10/8 to 16/8—Extreme styles carry heels up to 18/8. 


MATERIALS: 
1. Kid and light-weight calf. 
2. Patent leather. ; 
3. Reptiles in combination with other leathers. 
4. Suedes in combination with other leathers. 


COLORS: 
1. Black. 
2. Browns. 
Brado—Mooresque. 
NOTE: Attention is called to the importance of dull fi 
black leather. 


TYPES FOR AFTERNOON WEAR 
For Early Fall 


PATTERNS: 
1. Straps. 
2. Pumps, plain and trimmed, and step-ins. 
3. Dressy ties and oxfords. 
LASTS: 
While there is still a large sectional volume in full toes, 
there is an increasing tendency toward narrow toes. 
HEELS: 
14/8 to 21/8 (Longer dresses have caused an increasing de- 
mand for higher heels). 


NOTE: In the “fast” style footwear worn by the younger 
generation, the 13/8 heel is still popular. 


NOTE: There is a notable demand for 15/8 and 16/8 Junio 
Louis heels. 
MATERIALS: 
1. Kid and light-weight calf. 
2. Patent. 
3. Suedes, plain and trimmed. 
4. Reptiles, all-over or in combination. 
5. Fabrics. 
COLORS: 
1. Black. 
2. Browns. 
Prado, Leafbrown, 
NOTE: In the high colors group, Greenwood, 
Blue and Winestone are promising. 


Almora, Mooresque, Plum Brow: 
Admiral 


SHOES FOR AFTERNOON WEAR 


For Late Fall 


PATTERNS: 
1. Straps. 
2. Pumps, plain and trimmed, 
3. Dressy ties and oxfords. 


and step-ins. 


LASTS: 
HEELS: 
14/8 to 21/8 (See notes on heels for early fall). 


For Early Fall 


(See note on lasts for early fall). 


PATTERNS: 
1. Oxfords—With tips, plain toes and moccasin vamps. 
2. Straps for spectator sportswear. 
LAsio: 
Present types. 
HEELS» 
7/8 to 12/8. 
NOTE: Heels on the trimmed sport shoes will run higher. 


38 


MATERIALS: 
1. Kid and light-weight calf. 
NOTE: Attention is directed to the importance of dull 
ished black leathers. 
2. Patent leather. 
3. Reptiles, all-over and in combination. 
4. Fabrics. 
5. Suedes, trimmed and plain. 
“NOTE: In the lower priced range patent will occupy 
place in importance. 


Sports Wear 


MATERIALS: 


t, Calf. 
2. Elks and side leathers. 


COLORS: 
1. Two-tone effects in the brown family. 
2. All-browns. 
3. Black. 
NOTE: For winter resort wear, white and light shades 
important. 
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EVENING SLIPPERS FOR ENTIRE SEASON 


PATTERNS: 

1. Straps, including sandals. 

2. Pumps trimmed and plain. 
LASTS: 

Present types, with larger acceptance of narrower toe 
HEELS: 

15/8 Louis and up. 


MATERIALS: 
1. Dyeable materials, satins, brocades, moire, etc. 
2. Black fabrics. 


NOTE: Appropriate leather trimmings on fabric evening 
shoes are acceptable. 


MEN’S STYLES 


JESSE ADLER, Chairman 


shoes for fall should be considered in the light of new 
To empha- 


Men’s 
colors for definite daytime and evening occasions. 
size the style element in men’s footwear, man’s entire setup of 
costume must be considered. The colors to be worn in clothing 
will necessitate shoes in harmony. The new note in men’s shoes 
for fall is the family of russet browns which will offer the retail- 
er the opportunity for extra pair selling. Black shoes will continue 
to constitute a large volume of men’s shoe sales. The new mer- 
chandising note to sound this fall is to introduce to a waiting 
public the new russet browns which will match so well with the 
fall woolens in clothing, for in such selling effort lies the retail- 
er’s greatest opportunity to secure extra sales. Based on re- 
ports from recognized authorities in the clothing, haberdashery 
and furnishings fields is the committee’s recommendation that 
the new russet browns in men’s footwear be stressed in your 
displays, your advertising and your store-wide merchandising. 

The following figures are furnished by courtesy of the Woolen 
Institute, who carefully compile the sales of suitings from all 
mills to manufacturers. These figures represent the sales of 


suitings up to April 22 


GEORGE GEUTING, Vice-Chairman 
For Fall 1919 For Fall 1930 


49% 
~ 3 
Fancy woolen suit- ) — - ? 


ings (under $1.50 Sicadiisanins ice 6 
per yard) l 


100% 

— n 48% 
—— . ee 43 
Fancy woolen suit- Blue 10 il 
tw os) Miscellaneous ... 2 3 


100% 100% 
Brown 34% 29% 
Gray 39 38 
Fancy worsted/ Blue 20 27 


suitings. ) Miscellaneous ... 1 6 
100% 100% 


This report represents practically all the selling for fall suits. 
The first group selling under $1.50 per yard is the largest area 
and covers the field of popular priced clothing. 

In the average shoe store during the fall of 
sales constituted 15 to 20 per cent of the total volume of sales. 
A 5 to 10 per cent increase in the sale of brown shoes is expected 
during the fall of 1930. 


1929, brown shoe 


RUSSET BROWNS 


For general wear, business and street wear and at any time, 
day or night that the new russet browns will harmonize with 
and complement the suit. 

The russet brown colors are: 

1. Luggage brown. 
2. Saddle brown. 
3. Rusk brown. 

4. Briar brown. 
5. Oxblood No. 2. 


LASTS: 
1. a. Medium brogue. 
b. French types. 
2. American custom (racy types, 
swing ). 
3. Corrective lasts (styled up increasingly). 


medium toes, narrow 
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4. Staple lasts. 
NOTE: Attention is directed to the tendency toward nar- 
rower toes, influenced somewhat by location and by price 
range. 
LEATHERS: 
1. Com. 
2. Lighter smooth and boarded leathers. 
3. Kidskins. 
NOTE: There is a decided tendency toward lighter weight 
footwear and a decreasing demand for the heavier grained 
types. The concensus of opinion is that the heavier grains 
will be sold earlier in the season, as was the case last fall. 
HEELS 
Rubber and leather. 
[TURN TO PAGE 82, PLEASE] 
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Looking Months Ahead 


HE merchant is coming into his own, and when 

we say merchant, we mean the one best word 
descriptive of the man who sells shoes at the proper 
profit. The merchant is he who has the ability to 
keenly discern values. He buys well to sell better. He 
stands with a courage to spend his own money, to 
make more money, and there is a vast distinction be- 
tween shoe dealer and shoe merchant. 

The former is the sort of fellow who knows he 
ought to charge more for his shoes, but has not the 
ability or the nerve to explain to his customers why he 
should charge more; whereas the shoe merchant being 
a merchandiser, sells goods for what he should get for 
them and is able to convince his customer that they 
are the best shoes that can be bought for the price, and 
if they want the’ best they must pay the price. 

This week a meeting was held in New York City for 
a consideration of color and style in footwear for fall 
and winter selling. At that meeting real acknowledg- 
ment was made of the place of the retail merchant in 
the circle of industry between the raw material and 
the finished product. Tangible recommendations were 
made of leathers and colors in predicted consumer de- 
mand for next fall and winter and in materials as indi- 
vidual fancy might dictate. 

A better understanding was had of what the retail 
trade expects to assimilate in the next six months. 
Underlying it all was the suggestion that the merchant 
buy for his needs, without speculation. As one promi- 
nent merchant said, “I believe there never was a time 
in the history of the shoe business when prevailing lasts 
fitted and pleased the customer as well as during the 
last year and at the present time. And I believe it is 





the duty of all buyers and manufacturers to get 
gether and cooperate in country-wide agreement ; 
determination to get our money’s worth out of pres 
prevailing styles and lasts before we all go crazy wit 
something new and radical—either because we wan 
to put one over on the other fellow, or because we { 
he may put one over on us.” 

There will be new things to brighten each season's 
business, but it is a rash man—we purposely omit' 
saying merchant—who will eat only desert. For a bi 
ness is like a well balanced meal. What is neede: 

a steady, orderly and well planned business, and a sta 
in that direction has been made by this week’s confcr- 
ence selections. 

Who suffers in a wild-eyed season of style—every- 
body, for as surely as the merchant finds his shel 
stuck with poor sellers and misplaced bets so sur 
does his payments to the manufacturer suffer, and 
long the leather man is up against the “no-money” e 
It is time to think of the very close relationships 0! 
the cash register in the shoe store with the leather vat 
in the tannery. 

Individuality in style, in leathers and in merchandis- 
ing is possible—in fact is encouraged, but the limits 
good sense are defined for our entire industry by t': 
program to be found in this issue. 


ie Be 


Lower Rubber Inventories 


N an effort to provide basic information on stocks 

of waterproof rubber footwear in the hands « 
dealers, the Department of Commerce made a rece! 
survey to get facts that might contribute to trac 
stability. It found that the market for rubber footwea 


_———— i \ BEG Y 
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continues to be highly seasonal. It is confined mostly 
to winter months, and the demand varies with weather 
A further complication is the frequent 
changes in color and pattern design of women’s gaiters 


conditions. 


to correspond with more exacting style demands. 
The department found that the uncertainty of rub- 

ber (emand was one of the factors in making the rub- 

ber game fluctuate with great rapidity between a sur- 


plus of supplies and a scarcity. There is an economic 


loss that, in the last analysis, is divided between the 
mantfacturer, dealer and consumer. There is a carry- 
over of stock both by dealers and manufacturers at the 
end of every season. 

The survey made as of March 1, 1930, shows less 
light arctics and gaiters, less style gaiters in cloth, and 
about 1 per cent more style gaiters and rubbers. There 
are slightly more rubber boots, but less lumberman’s 
and pacs. 

Inasmuch as the comparison was made between July 
1, 1929 and March 1, 1930, there are still eight weeks 
with some sales possible at retail, to make the stocks 
ever! lower than were enumerated a year ago. If these 
records kept of over 22,000 dealers’ stocks are any 
criterion, then the merchants of this country show lower 
rubber shoe inventories. The economic situation has 
produced some retardation 


brings in that rush of trade that is as sure to happen as 
the very change of season itself. 

We will show in next week’s issue a summary of the 
national census of waterproof rubber footwear in stock 
as of March 1, 1930, so that each merchant can judge 
for himself what policy to pursue in this division of 
the trade that represents, on the average, about one- 
eighth of the total business transacted in the shoe stores 
of America. 

Too often merchants look upon rubbers as just an 
incident of business, because he measures the length 
of time that he puts into the work of rubber footwear 
selection as being a very minimum in comparison with 
But it is 
nevertheless, one of the important profit divisions of 


the time spent in style footwear selection. 


every store and needs to be on as orderly a basis as 
any other department of the store. 


a Be A 


The Public Will Buy 


AKE a ride on a roller-coaster and every thrill 
fp pulse beat is yours for a dime—but if you 
search out the secret of the scenic railroad you will find 

that the last, slow, sixty feet 








of confirmation of orders, 
and as a result rubber foot- 
wear making is slowing up. 


is the real money maker— 
for in that space the mo- 
mentum is taken out of the 


(;iven another winter like 
the one past many a store 
is likely to find itself with 
no salable stock on hand or 
available in nearby ware- 
houses when the first 
stormy weather of fall 
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—Good News— 


“Enclosed find our check in pay- 
ment of two years’ subscription for 
the Boot anp SHoe Recorper. We 
would not be without it. We have 
taken the Recorper for years and 
enjoy reading every copy as we gain 
a great deal of knowledge helpful in 
running our business from the ideas 
presented by it. We have been in 
business forty years and cannot recall 
when we first began taking the Re- 
corder, it was so many years ago.” 

GIESELMAN SHOE HOUSE, 
Macon, Missouri 
* = - 


Forty years of success selling shoes at 
retail is a record of which any firm may 
well be proud. It is gratifying to Boot 
AND SHOE RECORDER to have been able 
to contribute in some measure to the 
progress of such a business. Knowledge 
is essential to the success of any enter- 
prise; never has it been more essential 
in retail business than in this keenly 
competitive age. To carry knowledge 
and ideas every week to shoe merchants 
everywhere is the primary function of 
the RECORDER. 


——— ee 


President. 


Detetenenntnneeeel 


passenger for the purpose 
of getting the next dime— 
and the customer always 
comes back for more thrills. 
So it is with business. We 
begin to see the dollars and 
dimes coming back. 
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Summer Footwear As 


Patterns and materials favored by the 


fashionable bottiers for town and country wear 


HE summer models are now filling all the shop windows, a1 

few are already to be seen on the smartest women, though the 

real chic is of course not to be found in shop windows, 
rather behind closed doors, reserved for special customers, or fashior 
artists, if they are lucky enough to enter the closed doors. 

A visit to half a dozen smart bottiers has shown me that for 1:1 
spring all shades of beige will be as popular as ever, perhaps even mo 
than ever, for now one can get beige kid in half a dozen shades, where 
heretofore there were not more than three to choose from. Blue 
trimmed with blue lizard is being shown by several of the best Bo 
vard shops, or blue kid quarters with blue lizard vamps and hx 
Navy antelope is also combined with kid or lizard by Bally, w 
Pinet uses blue kid with antelope vamps and flat throat bow, si 
throat border and tiny heel binding. Cécile has a large collection . 
dark bottle green kid shoes, which is announced as the great mo 
for spring. Bottle green, it is said, will be worn with beige or gray 
ensembles as well as the many shades of green being made up by t! 
leading dressmakers. Natural color box calf is the favorite 
classic walking shoes, combined with antelope, reptile, or me: 
trimmed with perforations. 

Hellstern is showing a three eyelet oxford of Russia calf or antelo 
in light brown, with cuban leather heel, perforating from quarter 
throat to vamp-throat, outlining the eyelets and running down t! 
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yainp half to 
the toe. For sum- 
mer Hellsternis 
shoes in 
panama 


way 


in natural 

bright green 

spectator sport shoe wu 
kid with brown trim 


panama, 


leather; at the 


making 
natural 
trimmed with bright 
or pastel colored kid ; 
the model is of the 
sandal family with a 
wide strap over the 


By 


MARQUISE VAHDAH DE BONIS 


Above: Summer slipper by Hellstern 
trimmed 


with 
right, 


white calf or 





instep having two 

eyelets and_ laced 

with a ribbon matching the kid trimming. There is a 
throat border of kid, two quarter bands running up to 
shank, and the heel seam is covered with kid forming a 
continuation of the rather low covered heel. Evening 
shoes at this house continue to be made of brocades, 
crepe de Chine, moires, and gold or silver kid combined 
with colored crepe de Chine. 

The favorite summer shoes for country, seaside and 
even the city will be of panama, natural or dyed to match 
the ensembles, and string. String does not sound good, 
for one immediately has a mental picture of the monks’ 
sandals made of cord, very nice for walking on a hard 
beach, but hardly Parisian. But the new string shoes 
have nothing to do with braided cord though it is hand 
woven. Julienne is showing string shoes, several beau- 
tiful, cool looking models, and Marouf’s string is, for its 
use, as beautiful as his metal hand woven tissue for eve- 
ning shoes. This string is woven in several designs, 
and comes in white, crash-beige and blue; (it can be 
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dyed any desired color) and is trimmed with contrasting 
or matching kid. 

Tennis shoes, beach sandals with low covered heels, 
and the more dressy sandals with Louis heels are among 
the models designed for the string confections or crea- 
tions. 

The latest novelty for heels is to have the tiny band 
of contrasting kid at the top where the heel joins the 
quarter-heel instead of at bottom just above the sole. 

A new material for evening shoes has just been 
launched by Marouf, along the line of his other hand- 
woven tissues; this is entirely of gold or silver thread 
Contrary to custom the trim- 


and sparkles like lamé. 
ming for these shoes, the latest models, is not of gold 
or silver kid to match but of colored kid. All gold shoes 
might be worn with several frocks, but no, the smart 
bottier will not hear of such a thing as economy, so each 
frock must have its own special shoes. 

Patent leather, which has scarcely been seen all winter, 
worn. 


is again being 


Lunching at the Ritz a 
few days ago I saw half a 
dozen very smart women 


all 


models, 


wearing new patents; 
were 
not the plain one-straps 


one-strap 


of several years ago, but 
an ornate and, at the same 
time becoming one-strap, 
almost sandal in cut, with 
trimming of lizard. 
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Selling Shoes by a Plan 


How Time Spent in Preparation Can Be Made to Yield 
Tangible Returns in Profits 


By JOHN C. SAGE 


Secretary-Treasurer Byck Shoe Co 
Atlanta, Ga. 


r VHREE things are necessary for the successful 
operation of a shoe store. A merchant cannot 
hope to build in an orderly manner unless he 

recognizes the importance of each. 

The first step is preparation. The second is merchan- 
dising. The third has to do with the service to be 
rendered. 

It is necessary to classify each step by an analysis of 
the community to be served in order to determine the 
kind of merchandise a store should have. The most 
satisfactory analysis for a family shoe store is to find 
the exact center of the great middle class, then to play 
both ends from that center for volume. 

Sometimes we feel there is too much time spent in 
preparation so have tried to trim it. An analysis reveals 
the need of adding to the planning, rather than to 

take away. 

In outlining the mode of preparing 
for our organization, it must be borne in 
mind that regardless of how good a sys- 


aa 


ae 


tem may seem, it must constantly change to meet t 
ever shifting conditions. It is designed to meet the nec 
of a growing, living business that is forever changi 
What seems vital today is useless tomorrow. If sys 
tems do not change with conditions, any organizatii 
will soon become a dead one. 

Our business is planned out in detail for a season 
advance. Buying, selling and advertising are all chart 
at least ninety days ahead. The trouble with many re- 
tail businesses is the lack of definite plans for a definite 
time. A man needs to know his requirements. Wit! 
things moving as they are, it requires work to be done 
on a fast schedule, which in turn calls for fast buying 
and selling methods. This makes it easier as we work 
along a carefully routed path with one planned ov 
object in view. 

The struggle for volume has caused many retail busi- 
nesses to lose sight of the fact that they are not 
business for their health, but in business to make a r 
sonable profit on the capital and energy invested. 

One should guard against the sales rut as much 
possible and develop a handy analysis of the business i: 
order to know at all times whether the business is operat 
ing at a profit or not. 

A desire for volume causes many merchants 
to wake up and find out that they have over- 
merchandised and under-capitalized, and ther 
fore are forced into a sales campaign which 


, we HAPHAZARD 
oe ( ra METHODS YS. 
Ge 
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driven by the special sales calling for reductions in 
prices. 

There is need enough of this, owing to the rapid 
change of styles, particularly in women’s shoes, and the 
most careful buyer will always have enough markdowns, 
due to this. Therefore it is essential and necessary to 
guard against a department being over-bought. 

Different plans can be worked no doubt that will suit 
the requirements of different merchants. We are sub- 
mitting a buying plan that we have found is a help. 
There are many changes that can be made in this plan. 

This plan, as well as any system of records which 
might be devised, is flexible to changes. We find that 
t pays to conceive something which may at all times 
be a better help over any previous plan employed. 

In conjunction with all efforts, it is absolutely neces- 
sary to work out a plan to promote a store through all 
of the channels, viz, MERCHANDISING, ADVER- 
TISING, SELLING and SERVICE. 


HESE should be linked up with thorough under- 
standing and planned for as far in the future as you 
can consistently do with your vision. 

It may not be possible to do this for a whole season. 
It seems possible, however, that this should be done in 
any store for at least a month in advance. This will 
stop spasmodic advertising and sales efforts and in- 
stead will give you a systematic advertising and a sys- 
tematic drive for business that is bound to give you 
results. 

There is no use to try and outline the proper proced- 
ure for this kind of planning, as it is necessary to handle 
this through meetings of your various department heads 
and arrive at the plan that will fit in with the schedule 
of merchandise on hand, merchandise already bought and 
expected on hand for the four weeks under discussion 
and any additional merchandise that the conference 
may decide as essential to your store needs during that 
particular period. 

As soon as this is established and all merchandise 
preparations made, this advertising could easily be 
planned, together with the window displays, 
and then you are ready to go ahead. 


ORDERLY =f 


‘- 


hommes i 
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Last-minute planning will then be eliminated and the 
store will go on a schedule the minute this is done. This 
is very likely to show pleasing results. 

It is very evident that planning of this type will be 
more likely to show sales at a profit than it will sales at 
a loss. 


EGARDLESS of your business efforts you will have 
plenty of merchandise for specials at intervals 
which will be attractive to your clientele. 

Merchandise at a profit is the desire of all retail busi- 
nesses and all planning should be concentrated around 
the desire for that result. 

Sales at reductions should be only resorted to for the 
purpose of keeping your stock clean and should be done 
fast and often, as the first loss on dead styles is usually 
the smallest. 

It is important information for each department to 


_ determine when a style is not selling as fast as it should. 


This should be known as quickly as possible and cer- 
tainly should be known before a style has been on the 
shelves 30 days. Occasionally it is quite evident that 
a style is wrong a few days after receipt and it would 
appear careless to overlook it. 

Every store has its problems and the merchandising 
manager should work out a plan to suit his requirements 
and the information he desires to assist him in his deci- 
sion regarding every phase of his responsibility. 

A good buying plan is a necessity to any store, large 
or small. It is not to be 
expected that any merchant 
will be able to bodily lift f. 
the following system,which A, top 
is in use in our store, : rn 
and put it to use in his ! 
[TURN TO PAGE 
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loss. 


The People vs. The Judgment and 


sid 
able 
Charles Green — By HAROLD WHITEHEAD va 


loss. 




















HARLES GREEN stood up and faced the jury. The foreman looked at 
Judge Braddock and said in a quiet tone, “Guilty.” 























t 


Green went white but otherwise showed no emotion. He stood facin: 


Judge Braddock to hear the Court’s analysis of the case; a peculiarity of procedu 
in the Business Crime Court. 


¢ 


Looking at the prisoner, Judge Braddock began in his rather quiet voice. 
“Charles Green, the jury has rendered a verdict of ‘Guilty’ against vou to th 
2 » > > 


\ 
SV 
i 


State’s charge that you have injured the business of your vendors and therefor 


\ 


are guilty of the serious crime of interfering with the rightful development of 
public welfare. I concur in the verdict. 

“You used money that was necessary for the safe conduct of your retail stor upo 
for other purposes. bale 


sho 


By so doing you not only lost your discounts but got so far 
behind as to make it necessary for your vendors themselves to borrow money to 
meet their liabilities. Liabilities that they could have met with no difficulty if 
you—and others like you—had paid your bills when due. 


“cs 


and 








Your very able counsel brought out that you invested the funds of your busi- 
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phCRIME 


COURT 


Was the jury's verdict and the judgment of the Court fair 
to Green and to his Creditors? 











real estate ; in a commercial block in which your 
The evidence showed that there 
was no imperative need for this. It was not an act 
necessary for the maintenance of your business. You 
have not even the possible excuse of business preserva- 
tion. You invested merely because it looked like a profit- 


able thing to do. 
“N JW it is no crime to speculate or invest in real 
estate, so long as it is done with your own money. 
Your counsel claimed that the investment was made 
with your money ; that is not so; it was made with money 
belonging to your vendors; money that you had pledged 
in contract to pay on a stipulated date and on the basis 
of which pledge your vendors shipped merchandise to 
you in good faith. 

“Whether you use funds in which vendors had a prior 
claim for real estate investment or anything else is of 
little legal or moral interest. The fact alone of such 
use of funds for other purposes than meeting the prior 
obligations of your business constitutes a crime against 
business welfare. 

“But as a matter of record, I must say that your 
real estate venture in itself becomes and still is a direct 
liability on the business whose funds you took for this 
Because you have a mortgage on the 


ness Iti 
own store is located. 


outside purpose. 
property you have saddled the business with possible 
If for any reason your business should fall off, 
and such things are sufficiently possible to justify con- 
sideration, or if your real estate should become unprofit- 
able—another frequent occurrence in the realty field— 
your business might be ruined and your vendors suffer 


loss. 


loss. 
“T will quote from the book ‘Business Law’ by Cony- 
ington & Beigh, page 397,— 


‘Foreclosing a mortgage means the legal steps that 
are taken to sell the property and to apply to price 
realized to the payment of the debt. If more is real- 
ized by the sale than is necessary to pay off the mort- 
gage, the interest due and the expense of the enforced 
proceedings any surplus belongs to the mortgagor. If 
there is a deficit, the mortgagee may sue the mort- 

‘ aa 
gagor, on the bond and collect what remains unpaid. 
“This makes clear the potential liability you have put 

upon your business; a liability not disclosed in your 
That 
shown in the book ‘Auditing Principles, by Montgomery 


balance sheet. this should have been done is 


and Staub, page 251, 


‘\ balance sheet should show not only what must 
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be paid; it should show all contingent debts as well. 

Many prosperous concerns have been wrecked because 

compelled to meet obligation which did not arise from 

ordinary business transactions.’ 

“I need not add to this statement as it speaks so 
clearly for itself. 

“Even more serious is the blow you deal to credit for 
nothing can injure credit more than lack of confidence. 
Alvin T. Simonds in his book, ‘Business Fundamentals, 
says on page 213,— 

‘Credit is based upon the belief that business men 
will if possible live up to their contracts and keep 
their promises.’ 

“It is claimed that custom has established the policy 
the 
credit terms are thereby a dead letter. 


so-called established 
The fact of 
the misuse and abuse of credit privilege over a length 


of extended credit and that 


of time does not establish its legal or moral right. It 
may be said that the wholesale merchants have condoned 
this abuse and thereby implicitly agreed to it. 

“That contention is unsound; vendors are faced all 
too often with the alternatives of either extending credit 
beyond the agreed upon limits or with forcing the retailer 
into bankruptcy. They naturally and properly try to 
preserve the account to save themselves if possible from 
a bad debt and also to help maintain business activities. 


**¥ T is further contended that a function of the whole- 

saler is to be a banker for his retail trade. This is 
true in so far as the wholesaler extends credit of much 
longer time than he himself gets, and longer than the 
retailer could get in most cases were he to attempt buy- 
ing direct many items which he now buys through his 
wholesaler. There is, however, no authority for claim- 


ing credit—or banking—facilities; both terms are 
synonymous in this case, beyond the agreed upon limits. 

“Emphatically there is no justification for using the 
vendor’s credit for other than legitimate merchandising 
purposes. I will quote from ‘Credit Management,’ by 


Olson & Hallman, page 13: 

‘It is not intended that commercial or merchantile 
credit is to be extended for the purchase of fixed capital 
such as buildings or equipment, but rather it is to allow 
for the stocks in trade, which is to be sold in the regu- 
lar run of business.’ 

“There is not the least excuse I can find for you, 
Charles Green. Your actions were caused by a desire 
for unearned profits and you allowed yourself to take 

[TURN TO PAGE 96, PLEASE| 





Three Measuring Sticks 


yin shoe industry must watch its peaks and valleys —composites of total shoe business of an average store 

this year to bring about a more orderly twelve month and study the break-down into “women’s,” “children’s,” 
cycle of work in tanneries, factories and stores. Less and “men’s and boys,” departments and measure them 
waste in time and overhead is possible when retail mer- against your own chart of operation. Modern merchian- 
chants buy and sell with regularity. Note the graphs dising efficiency demands exact information. 


ORDERS PLACED N 
Percentages of orders placed 


JAN ty | AuG comit 
in the proportions that total SHOES —at 


purchases for each month are letter 
to total purchases for the year. CHILDS Pr 
These purchases were MENS grat! 
reckoned as of the month room 
orders were placed (not the BOYS | num! 
month received). All mer- the ¢ 


a received was included ee Jen. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. | yo 
oF SE ie NT SUI a, tees 4.67 12.02 10.39 882 6.36 5.75 5.12 1261 9.44 10.15 813 6 celel: 
was made, whether formal  Chitdren’s Shoes ....... 2.70 13.74 11.07 848 5.45 4.83 3.58 13.52 1122 10.96 7.56 
order was sent or not. Men’s and Boys’ Shoes. 5.32 12.08 8.80 10.40 9.40 5.88 4.20 7.94 10.00 6.38 8.08 | 

















MERCHANDISE RECEIPTS 


J u 





Percentages of merchandise 
receipts in the proportion that 
total merchandise receipts of 
each month are to total re- 
ceipts for the year, for each CHILDS 
dept. These purchases were MENS 
reckoned as of the month the BOYS 
merchandise was received, and 
differ from the preceding table . 
(orders placed) in that these Dept. Jan. Feb. Mar. ; July Aug. Sept. Oct. Nov. | 
represent goods coming into Women’s Shoes 5.62 12.15 10.15 8. 4.88 11.76 11.03 10.14 8.67 6 
Children’s Shoes 3.65 14.17 14.20 7. 2.74 8.41 15.35 10.49 8.88 
Men’s and Boys’ Shoes. 4.67 10.46 11.32 9.27 9.97 13.16 10.51 7.87 











stock, while the’ former meas- 
ures commitments for mdse. 





DEPARTMENTAL SALES 





The following percentages 
are the proportion of sales SHOES 
made each month to total sales 
for the year, for each depart- 

CHI 
ment and are measurable 
against the above tables. MENS 


BOYS 











T 


Dept. Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. | 
Women’s Shoes 7.10 5.80 8.47 9.03 8.60 883 647 7.07 9.03 8.77 8.80 12 
Children’s Shoes 5.25 4.20 845 11.30 875 6.20 3.80 5.90 9.25 11.80 13.25 11 
Men’s and Boys’ Shoes. 5.40 6.66 9.13 9.04 7.80 646 5.04 5.58 8.83 11.55 8.98 15 
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Boston Fair Plans Progress 


Committees Busy with Preparations for Style Revue, 
Exhibits and Entertainment Features 


vVvvVY 


OW that the strenuous days of the Easter season 
are past, the shoe manufacturers of New En- 
gland are able to give their attention to-the forth- 

coming Eleventh Annual Boston Shoe and Leather Fair 
—a trade event that they are determined to make a red- 
letter one this year. 

President Charles T. Heald reports the receipt of a 
gratifying number of early applications for sample 
rooms and exhibit booths, and also forecasts a record 
number of visiting buyers at the Fair as a result both of 
the growing interest in this enterprise and of the nation- 
wide appeal of the 1930 Massachusetts Bay Tercentenary 
celebration. 

In the meantime plans for the various features of the 

Fair are going ahead at 
a rapid pace, with par- 
ticular reference to the 
elaborate Style Revue to 
be presented in the Stat- 
ler ballroom on the aft- 
ernoon and evening of 
July 8 and 9. Chairman 
Albert N. Blake is 
having frequent meet- 
ings of his efficient com- 
mittee and the latter has 
into 


been — subdivided 


three subcommittees as 
follows: 

Morning, Sport and 
Travel—Robert I. Emmett, chairman, Watson Shoes, 
Inc., Stoughton, Mass.; M. IF. Stevens, Sarra & Tucker 
Shoe Co., Lynn, Mass. 

Afternoon, Informal Evening and Evening—John F. 
Harriss, chairman, Gregory & Read Co., Lynn, Mass. ; 
Frank H. Munroe Shoe Co., Inc., Room 531 
Statler Building, Boston, Mass.; A. K. lorrest, Stetson 
Shoe Co., Inc., South Weymouth, Mass.; C. N. Cogs- 
well, A. J. Anderson, Inc., Room 513, Statler Building, 
Boston, Mass.; Paul C. 
Haverhill, Mass. 

Children’s—R. L. 
126 Summer Street, Boston, Mass.; Frank J. Morrow, 
J. I. Melanson & Sons, North Adams, Mass.; Edgar 
U. Burdett, Burdett Shoe Co., Lynn, Mass. 

The addition of children’s styles on the runway will 


3ohr, 


Phillips, Rickard Shoe Co., 


Huffine, chairman, Adams Bros., 


be a Style Revue innovation this year, as juvenile models 
and shoes have not appeared on it for several years. 
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The historical Tercen- 
tenary background to be 
given the Style Revue 
this year, by means of 
special tableaux featur- 
ing the four distinct pe- 
riods of New England’s 
shoemaking, will be one 
of the most important 
and interesting additions 
to the 1930 program. 
The Hospitality com- 
mittee likewise is making 
big plans for Monday, 
July 7, which will be set 
aside as a day for general entertainment of visiting 
buyers. Frank M. Bohr of the Munroe Shoe Co., is 
chairman members are 
President John S. Shoe 


of this committee, and other 
Whittemore of the 
Travelers’ Association, Secretary Thomas A. Delany of 
the National Shoe Travelers’ Association, and William 
H. Larkin of Stacy, Adams Co. 

There will be the usual Golf Tournament for prizes, 


Boston 


and a new feature of the hospitality program will be a 
great harbor outing and clambake held by the Boston 
Shoe 
30th anniversary, and to which every visiting buyer will 


Travelers’ Association in commemoration of its 
be invited. 

This attractive salt-water outing is officially sponsored 
by the Boston Shoe and Leather Fair management and 
will be a part of the Hospitality Day’s proceedings, al- 
though directly under the auspices of the B.S. T. A. 

The visitors will be given a harbor ride in a special 
steamer, followed — by 


sports and an old-time 
clambake and fish dinner 
at Pemberton or some 
other part of the Nan 
tasket shore. 

President 


Whittemore 


John S&S 
has ap 
pointed an active com 
mittee, thoroughly expe- 
rienced in this form of 
hospitality, to carry out 
the afternoon’s program, 
and this committee wil! 
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Style No. 9548—In Stock. The 
new Beach Sandal, of Jetta 
Mat Calf with patent leather 
inlay. 

Price $3.35 


Hamilton-Brown Shoe Co. 
St. Louis, Mo. 





JETTA- & 


for Women 


who prefer a light-weight cool leather—we have de- 
veloped an exceptional tannage in JETTA MAT 
CALF. 

It is a deep rich black with a smooth, satin-like finish. 
It has a fine grain with a tight break and a mellow 
glove-like feel. 

For the manufacturer of women’s shoes, JETTA 
MAT CALF supplies just the right kind of background 
for dainty patterns; for the merchant, shoes made of 
JETTA MAT CALF make sales easier, give comfort 


in the wear, and are shape holding. 


Specify it for your best selling numbers. 
































Samples sent on request. 


ae ~_ 


=the Mtg LEATHER Co. =™. 
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Stock No. 2745 
Made with double Black net 


corrugated steel SS Full Grain Calf 


>> s 
Arch Support 2 << 5-11 B, C, D $350 


widths 


Styled for Young Men 


The Utley “‘Arch-Ure-Foot” line has been designed to 


help the alert merchant build business. Lots of style 
for young men—beautiful hi-lustre Calf and Kid 
uppers combined with fine workmanship make this 
line outstanding. Exclusive features that actually 


mean something—not “‘just shoes.” 


COMPLETE LINE IN STOCK 


Ask about Agency proposition for your city. 


Send for new IN STOCK folder! 


HARSH & CHAPLINE SHOE COMPANY 
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A STAPLE PROFIT. 
¢ MAKER FOR YOU ¢@ 


Profits grow from customer satisfaction based on the 
conviction that good value has been delivered. 


Cordo-Hyde Laces prove good value by complement- 
ing the good looks of fine shoes—and by removing 
the annoyance of broken or frayed laces. 





So two dividends are being paid to merchants who 
specify Cordo-Hyde Laces—easier sales and satisfied 


customers. 


Many manufacturers have now included Cordo-Hyde 
Laces in their regular line. 


O. A. MILLER 


TREEING MACHINE 


COMPANY 
BROCKTON, MASS. 
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PLA-MOC 


a New Sport Moccasin 
from CALIFORNIA... 
styled in Hollywood 


Only Six Weeks Old 


A HIT— 
Wherever It Is Shown 


Dealers all along the 
Coast...through the 
South . . . and now in the 
Middle West... are pour- 
ing in REPEAT ORDERS 


ANY sport moccasin from Hollywood—the 
playground of America—that catches the 
very spirit of sport. 


Smart to look at. . . soft, comfortable and yield- 
ing to the foot . . . economical in price, Pla-Mocs 
appeal at once to girls and women engaged in 
active sports. 

Fine for golf, tennis, yachting, and all-around 
sport wear. No better shoe made for school 
wear. The special Pla-Moc bottom not only gives 
a close edge, making the shoe flexible and easy 
to wear, but it also gives it the true moccasin 
appearance. 

Pla-Mocs sell themselves. All you need do is to 
place them on display. Send in your order today 
—wire it to save time. 


IN STOCK—for Immediate Shipment 


SIZES AND WIDTHS: 
AA—5-8, A—4-8, B—3-8, C—3-8 


PRICE: $4.35 2-10 NET 30 


JOHNS-TILT SHOE COMPANY 


2234 Dayton Avenue, Los Angeles 
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Pattern No. 408 - « « Last No. 160. 
Available in two colors: 

ADELE. Stock No. 6025. White elk, with 
lacing of beige weave. Special Pla-Moc crepe sole 
and heel. 

ELENE. Stock No. 6024. Smoked elk, with 
lacing of brown weave. Special Pla-Moc crepe 
sole and heel. 


Pattern No. 408-X . . . Last No. 165. 
Available in two colors: 

MARILYN. Stock No. 6502. White elk, 
with lacing of beige weave Special Pla-Moc 
crepe sole and heel. 

ELISE. Stock No. 6501. Vamp of smoked 
elk; quarter, tip and foxing of Beechwood calf. 
Special Pla-Moc crepe sole and heel. 

















‘Willur Coon Shoes 


Beige—Suntan— a 


IN STOCK “ 


Center 


Tan and Whites 


Style B1891—Beechnut 
Beige Kid 


6.25 
A spectator sport one strap with a 


brown kid trim, 513 combination 
last, 16/8 leather Cuban heel. 


Style B1889—Suntan Kid 
Lizard Calf Trim 


. 6.35 


Button one strap, 314 combination 
last, 14/8 covered Cuban heel. 


Style B1825—Mode Beige Kid 
Dark Beige Underlay 
6.35 


Center buckle one strap, 309 combina- 
tion last, 14/8 covered Cuban heel. 





Style B1869—White Eric Calf 
5.35 


Nurse’s Blucher Tie, 405 combination 
last, 12/8 Ivory heel, Wing- 
foot toplift. 


Style B1870—Suntan Kid 
Sand Calf Trim 


6.35 


High riding Blucher tie, 357 combina- 
tion last, 14/8 covered heel. 


Style B1736—White Kid 
6.25 
Style B1753—Burnt Oak Kid 
6.35 


Tongueless oxford, 309 combination 
last, 14/8 covered heel. 


Style B1890—Suntan Kid 
Lizard Calf Saddle 


6.50 


Center buckle two strap, 309 combina- 
tion last, 14/8 covered heel. 


Style B1612—White Eric Calf 
Black Calf Trim 


5.75 


Sport oxford, 407 combination last, 
10/8 leather heel, Wingfoot top. 


Style B1876—Madrid Brown 
Kid Embossed Calf Trim 
5.50 


Three eyelet tie, 313 combination last, 
14/8 leather heel, fiber top. 
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Style B1840—Mode Beige Kid 
Brown Calf Trim 


5.50 


Center buckle one strap, 314 combina- 
tion last, 14/8 covered Cuban heel. 


Style B1887—Suntan Kid 
6.50 
Front gore pump, 513 combination last, 


16/8 covered Louis heel, metal 
buckle, with stone insert. 


Style B1829—Beechnut Beige 


Kid 


6.50 
Style B1798—White Kid 
6.50 


Center buckle one strap, 509 combina- 
tion last, 16/8 covered Louis heel. 


Style B1921-X—W hite 
Glazed Kid 


6.25 


Button one strap, 209 combination 
last, 14/8 covered heel. 


Style B1826—White Kid 
6.25 


Center buckle one strap, 309 combina- 
tion last, 14/8 covered Cuban heel. 


Style B1877—Mode Beige Kid 
Embossed Calf Trim 


5.50 


Three eyelet tie, 313 combination last, 
14/8 covered heel. 


Style B1828—Mode Beige Kid 
6.35 
Front gore pump, with leather tongue, 


combination last, 14/8 
covered heel. 


Style B1878—Beechnut Beige 
Kid Embossed Calf Underlay 


6.35 


Tongueless oxford, 309 combination 
last, 14/8 covered heel. 


Style B1614—Beige Calf 
Tan Calf Trim 


Style B1896—White Eric Calf 
Black Calf Trim 


5.50 


Prince of Wales tie, 409 combination 
last, 12/8 leather heel, fiber top. 


Sizes 214 to 11 A to E from Size 1 


Write for Stock Sheet Showing 


108 Styles IN STOCK 
Won Go 


37 Canal Street, Rochester, N. Y. 
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The Gauge of the Wage 


M  g first contact with Murray C. French came when he submitted an 
r4 article in a prize contest in which I served as one of the judges. 
His article was so carefully prepared and thoughtfully written that he 
won the prize by unanimous decision. The young man’s unusual ability 
impressed me so strongly that I asked him to prepare some articles for 


Boor AND SHOE REcorDER, and he has been a regular contributor ever 
since. 


Mr. French began his shoe career with A. W. Bowman in Omaha in 1902. 
Later he went with Drexel Shoe Company there and, following that, to 
Mayer Brothers in Lincoln. In 1913, he went with Miller & Payne, 
where he was buyer for ten years. Since 1924 he has been connected with 
Fontius Shoe Company in Denver, Col., an experience that has afforded 
plenty of opportunity for practical study, and Mr. French not only sees 


and analyzes but has the rare faculty of helping others to see through 
his keenly observant eyes. 














THE Epiror. 


Murray C. French 


“ Adventures in Merchandising . 


By MURRAY C. FRENCH 


HICH is best, straight salary or commission noon hour problem. The men are anxious to hurry 
—or both? back; it means money to them, for the store is always 
Is the cheapest way the best way? busy at noon. 
Do P.M.’s spoil the salesman ? Regarding stock work, the men on commission know 
Every shoe merchant has asked himself these pertinent it must be done, so if theye’re at all ambitious they come 
questions. When Charley Bowman, junior partner of down early and get it done before trade begins. If 
Bowman and Sons, attempted to answer them, he de- 
cided to investigate the methods used in other stores of 
his own town. He found, of course, adherents to both 
the commission plan and the straight salary policy. 
The believers in commission payment claimed it de- 
velops the salesman’s ingenuity, making a better man 
of him. In effect it puts every man in business for him- 7 Mo OLpb 
self. He therefore makes every effort to serve each " G Mo. OL 5 Mo. Ord 
customer so she will become a permanent patron of the 
store and a call customer of his own. 
At the same time, Charley was told the commission 
salesman trains himself to work fast so he can get to 
the next one quickly. Customers like speed, they said. 
When a man is on straight salary, the commission 
payers contended, he always works too leisurely. No 
matter how many customers are waiting he makes little 
effort to keep them from walking out, because—what’s 
the use? 
He takes this attitude: “I’m hired to work nine hours 
a day, not to break by neck just because the boss won't 
hire enough men to take care of the trade.” 
There is no such disposition when he is on commis- 
sion. He tries to take care of the trade so the boss 
won't hire any more men. Every man added to the 
force cuts down the sales of the other men. 
For the same reason the commission policy solves the 
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A partial commission plan which encourages the men to sell (1) more shoes, (2) better shoes, (3) older shoes. 


All $6.00 


shoes received this month have an N on their stock number, $8.00 shoes an M, $10.00 shoes an L. Next month each will 


be marked one letter farther along, etc. 


This month all L’s pay 20c., K’s 25c., J’s 30c., etc. 
one month older and will therefore pay 25c., K’s will pay 30c., J’s 35c., etc., with a SOc. limit for all. 


Next month all L’s will be 
These payments 


constitute a “selling” salary to be paid in addition to a “working” salary and P.M.’s. 


they re not ambitious they can’t make a living on com- 
missions anyway, so they quit and hunt jobs with stores 
that pay straight salaries. 

The main problem in a shoe store is the actual selling 
of the shoes. It stands to reason that a man on com- 
mission gets out and hustles, uses the phone, writes 
letters, and does everything possible to sell more shoes. 

The point was advanced that a man on commission 
He does his best to sell them 
right in the first place, for exchanges are costly to 
himself and to the store. 

It was argued that in straight salary stores the good 
men usually get too little and the poor men too much on 
a comparative basis. Such stores always “start them 
in” at a uniform salary and a good man has to threaten 
to quit before he can get a raise. Those with the most 


has fewer exchanges. 


4 Mo. OL» 3 Mo. O15 2™o. IMo 
C46 
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nerve get the most money, not those who sell the most. 
There’s no incentive. 

“Why should I try? 

the same as I get.” 


The good man says to himself : 
They pay these poor men about 
The poor man says: “Why should 
I try? I get about as much as So and So, and he works 
his head off.” No such injustice on commission. Good 
men always prefer to work on commission, poor men on 
salary. 

They proved to Charley that commission is the uni- 
versal basis of payment after all. In any store, whether 
on salary or commission, the salesman who sells most is 
eventually paid most. 

Why should that man have to wait till next year for 
his raise? Justice would say he should be paid what he 
deserves at once, week by week. 

The commission plan undoubtedly costs less, as the 
store pays only for the work done by the 
men, not for the time they are loafing. That’s 
justice too. 


3owman visited the 
salaries he 


UT when Charley 
stores that paid 
heard a different story. 
They admitted that commissions make the 
men eager to sell and sell quickly. But speed 
and high pressure salesmanship are fast pass- 
ing out of today’s merchandising program, 


straight 


replaced by service, they said. 

At best, shoes are very risky things from 
the customer’s standpoint. She therefore 
appreciates careful attention. She 
comes back to the store where she gets good 
fits and accurate advice rather than to the 
one where she gets fast handling. 

There is too much risk to the commission 
system. Suppose a fellow has had a run 
of tough luck. Suppose he knows he’s simply 
got to sell the customer he’s waiting on or 
he can’t pay his rent. Why, bless your soul, 

[TURN TO PAGE 94, PLEASE] 


slow, 








~ FALL AND WINTER 


ICH dark brown with a red or pinkish cast 
will be the outstanding colors for the fall 
and winter seasons—and—a new mahogany 
shade that is quite dark. 

Amalgamated LeatherCompaniesoffer the fol- 
lowing list of preferred fall and winter shades: 





Amalgamated 76 —BURNT COPPER KID 
A rich dark reddish brown. Official Color—Pravo Brown. 


Amalgamated 122—BUNNY BROWN 
A dusky brown with a less reddish cast. Official Color—MooresQueE. 


Amalgamated 375—PECAN ROYALE 


A soft brown with mauve tinge. Official Color—A.mora. 


Amalgamated 407—THISTLE TAUPE 
A blending of grey and mauve tan. Official Color—Lrar Brown. 


Amalgamated 93 —DOMINGO 


A luminous dark mahogany. Official Color—Satvapor. 


colored and black shoes... Amalco in all colors for evening slippers. 


[se Kid ... Mat Kid... Amalac in all colors for trimmings =] 


cAmal gamated Leather Companies, Inc. 
Offices:319 Arch Street Philadelphia;sx Factories, Wilmington,Del. 
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EVERYWOMAN 


is your prospect for 
this amassing shoe! 


ARCH FORM . . For dress wear 
Super-Flex (Cement) Process . $10.00 
Littleway Process. . . .. . 8.50 


ARCH FORM . For general wear 


Flexible Shank Welts . . . . $10.00 
Firm Shank Welts 8.50 






































RCH FORM combines low heel com- 
fort with high style, high heel beauty 





in one and the same shoe. There are no 






IN-STOCK ifs, buts, or ands about it—it’s a fact. 





CENTERS: The amazing “Shock Absorber” cushion yy. york sales Office: 
e heel—“like walking on air”—has made %°8-910-912 Marbridge 

: Building 

BOSTON it possible. It’s Queen Quality’s revolu- J 


ATLANTA 







Chicago Sales Office: 
209 South State Street 
Experienced shoe men call it the great- . 





tionary contribution to shoe construction. 






est advance since “lefts and rights.” In 






addition to this revolutionary principle, 
the Arch Form retains the features of 
main arch support and the metatarsal 








rise. A wire or letter to the nearest ad- 






dress listed on this page will bring a 






salesman to you—now. 






THOMAS G. PLANT 
CORPORATION, BOSTON 






sen ORY 
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ACCURATE wood heels MAKE POSSIBLE the 
beauty and individuality of style which designers and 


manufacturers build into a shoe. Mears’ Heels are 





the most accurate wood heels made . . . Highly per- 
fected and EXCLUSIVE machinery eliminates almost 


entirely the hand-finishing operations which change ie. 


the appearance of heels . . . For TRUE style, specify i : 9 for this 


trade-mark 


MEARS’ WOOD HEELS 1 od on heel seat 


on all your shoes. 














Fred W. Mears Heel Company, Inc. 


AUBURN, MAINE ST. LOUIS, MISSOURI COLUMBUS, OHIO AUBURN, NEW YORK 





Associated Companies: 
Merrimack Wood Heel Company, Salem Depot, NH. 
Conway Wood Heel Company, Conway, N. H. Maple Wood Heel Company, Newburyport, Mass. 
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Made by Craftsmen Who Understand 
The Care and Protection of Tiny Growing Feet 


Thorogoods are children’s shoes in the strictest sense of the word 
. - Not just ordinary shoes scaled down to small sizes . . but shoes 
that have been designed in every detail to promote normal healthy 
growth. Thorogoods are made by craftsmen who understand the 
care and protection of tiny growing feet . . The lasts are scien- 
tifically correct to prevent crowding or cramping . . The leathers 
are carefully selected for their softness and comfort and wearability 
. . The styles are smart . . up-to-date and exclusively Thorogood. 


Yet with these unusual values . . Thorogoods sell at a price that is 
within reach of all . . A fair price with a reasonable profit to the 
dealer ..a profit made even greater because Thorogoods “turn” fast. 


Your Thorogood department will be a money maker from the 
beginning . . Why not start now. . Our new catalog is ready . . 
May we send you a copy? 


ALBERT H. WEINBRENNER COMPANY 


Milwaukee, Wisconsin 
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Comfort or 


| Style? .. 
[1] take both! ” 


™ OU only have to look back a few years ty 


find that we’ve gone through a definite rey. 
olution in all our clothes. First everythiny wa; 
style—or we called it style. . . uncomfortable hats, 
high stiff collars, heavy suits, shoes that were 
most unyielding. 

“Then the pendulum swung to the other ey. 
treme. Everything was comfort. Soft hats and 
soft collars. Suits that were light but wouldn’| stay 
pressed. Shoes that were comfortable but wouldn't 
hold their shape. 


ee 


Now we have both whether it be in hats, col- 
lars, suits or shoes. We’ve found that style and 
comfort are not enemies. Both are essenti:! and 
are entirely practical to combine.” 










* * * 


You won’t fool men by saying, “They're wear- 

















ing hard toes and stiff counters this season.” 
They’re not. A great many men are taking their 
trade and their friends to stores that feature style 
and comfort in footwear—to merchants whi spe- 
cialize in shoe lines that are comfort-equipped with 
Armstrong’s Cork Box Toes and Counters. You 
can ride along to a lot of business on this wave of 
style-comfort popularity. Let us send you « list 
of leading manufacturers who feature Armstrong 
Cork-comforted lines. Armstrong Cork Company, 
Lancaster, Pennsylvania. 















He was enjoying an afternoon stroll on the board walk. 


He looked like a man who knew style and appreciated Branch Offices at Your Service BLUNT TOE oe9 NARROW TOE 


comfort. So we questioned him—of course we couldn't ite Wie. 197 South St. 
repeat all the conversation in this limited space, but 


“4 VAUKE , 811 Majestic Bldg. 

the gist of it is here. MILWAUKEE, Wis. 11 Majestic Bldg 
Cincinnati, Onro..............1017 Broadway 

Str. Louis, Mo..... ; ... 2048. Third St. 

ToRONTO... ........ 522 King St., West 


MONTREAL. . .1001 McGill Bldg. 















ARMSTRONGS CORK woe 
BOX TOES and COUNTERS Coa Ra Tecsthd dcdasdateld conte 





and preserve style in any welt shoe. 3 
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C. H. ALDEN COMPANY 


Designers and Makers of Men’s Fine Shoes 


Factory and Executive Offices, ABINGTON, MASS. 





IN STOCK 





WINDSOR LAST 


Lot No. 685 


White Elk with Black Calf Trimmings 


Lot No. 680 


White Elk with Brown Calf Trimmings 


Leather Sole and Heel 
Widths A-E, Sizes 6 to 11 


* 





Boston Office, 10 High Street 


63 





IN STOCK (4, minty IN STOCK 


AAAA'S TO C’S 


1's TO 9’S 


AAAA’S TO C’S 


1's TO 9's 











Write for a complete catalogue 


The LETTY Pump 
New- 470 last with 20/8 spike heel 
No. 207—White kid with 

white kid and lizard 


stripping 


The PATRICIA Center 
Buckle 
Built over 151 last with 14/8 heel 
No. 840—White kid with 
white lizard trim..14651 


re 


— An a 
Ren “ Ve 
> i 
| Fn oN 


The CAMPUS Tie 


Built over 151 last with 16/8 Cuban 
octagon heel 


No. 391—White kid with 
Lido sand kid trim 


The PENROSE Center Buckle 


Built over 150 last. with 17/8-heel _ 


_No. 892—White kid 


The PATSY Center Buckle 
Built over 73 last with 13/8 heel 
No. 827—White kid, 

white calf trim.__.14251 


The GENEVA Pump 
Built over 150 last with 17/8 heel 


No. 862—White kid 


The JEANETTE Pump 
Built over 72 last with 21/8 heel 


No. 880—White kid 


a 





— 


ci f : a complete catalogue 


pe | 
The ESTHER 
Built over 72 last -with 21/8 hec! 


No. 379—White Kid with 
White Lizard Strap 


The RICO 
Built over 151 last with 16/8 Cuban 
heel 


No. 393—White kid with 
Lido sand kid trim 


ST eae 
The PLAZA Gore Pump 


Buile over 150 last with 17/8 hee! 


No. 334—White kid with 


harmonizing colorful 
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IN STOCK fn j,4p\ IN STOCK 


AAAA’S TO C'S 


1s TO 9's 


Q Notable Product and dewice -of 


AAAA'S TO C’S 


I's TO 9's 





Tht United Hates Shoe Company 





—_ 





Gancinnati 





Write for a complete catalogue 


The DIXIE Sandal 
Built over 73 last with 13/8 heel 
No. 885—White kid 
1905) 


- 
The DELUXE Strap 
156 last with 18/8 heel 


No. 203—White kid with 
white kid and lizard 


stripping 


Built over 162 last with 19/8 heel 
No. 382—White kid, col- 
ored kid trim.....14001 


BooT AND SHOE RECORDER 


combining THE SHOE RETAILER, May 3, 1930 


2s 


el JI 


CN 
The VIOLET Centér Buckle 
Built over 150 last with 17/8 heel 
No. 851—White kid, Lido 
sand kid trim 14651 
No. 867—White satin, 
silver kid trim...... 14651 


The JANE Center Buckle 


Built over 156 last with 15, /8 
Spanish Spike Octagon Heel 


No. 855—White kid with 
White lizard strap 


The RAINBOW Pump 
Built over 162 last with 19/8 heel 


‘No. ghrrscn crepe 


. Write for a.complete catalogue 


Built over 153 last with 16/8 spike heel 


No. 341—White kid with 
white lizard trim__1465| 


The GLADYS Center Buckle 
Built over 72 last with 21/8 heel 


No. 312—White kid 
a 


5) 
} 
/ | 
| 


The MELODY Pump 
Built over 73 last with 13/8. heel 


No. 868—White kid 


The GLORIA 
Built over 73 last with 13/8 heel 


No. 374—White Kid with 
White Lizard Strap 
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Protective Distribution and Productive Advertising 


—for the INDEPENDENT RETAILER 


These advertisements are telling hundreds of Distribution Plan enables you to sell the en- 
thousands of boys about the season’s most tire GRIPS line profitably against your vol- 
popular canvas rubber-soled shoes—Grip ume competitors. 


Sure and Cleeto. ; oo 
You also identify your store with distinctive 


Snappy! Up-to-the-minute! Distinctive fea- merchandise. Since you believe in exclusive 
tures! Well-made and long-lasting. Just shoe lines which you can control, why not 
what the boys want! When you push Grip follow the same successful policy with 


Sure and Cleeto you are selling real satisfac- patented, individual sports shoes like Cleeto 


tion and long wear. and Grip Sure? 


TOP NOTCH 
You make your full profit. Write our nearest Branch for 
The Top Notch Protective details of the Top Notch Pro- 
tective Distribution Plan. 
All at prices for every pocketbook 


THE BEACON FALLS RUBBER SHOE CO. 


Makers of Top Notch Rubber and Canvas-Soled Rubber Footwear 
Beacon Falls Connecticut 





106 Duane St., 241 Congress St., 1714 Washington Ave. 208 So. Jefferson St., 530 Howard St., 
NEW YORK, N. Y. BOSTON, MASS. ST. LOUIS, MO. CHICAGO, ILL. SAN FRANCISCO, CALIF. 


426 Second Ave., North 
MINNEAPOLIS, MINN. 


TOP NOTCH GRIP SURE TOP NOTCH CLEETO 
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Beige Watersnake with 

Brown Kid Piping, 18/8 

Spike Louis Heel. Not 
in stock 


To make an occasional “flash” style is easy—to have the reputation 


of always producing Unusual and Distinctive Models is something | 


to be proud of. Each FORD style is but a link in the long chain 
of successful creations which have made the name FORD synony- 


mous with originality. 


C. P. FORD & CO., INC. 


ROCHESTER, NEW YORK 


Detroit Office: Burns-Gray Bldg.—Ray Wegman 
Chicago Office: 1815 Republic Bldg—Ray McCarthy 
New York Office: 441 Marbridge Bldg.—Jack Galway 





A New Immediate Delivery Only 
CZECHO-SLOVAKIA 


Daytime Slipper net 
IN STOCK 


Leather Sole 
Hand Turn 


A, B and C 


widths C Width Only 
Beige One Strap 


_ White One Strap 
The ‘“‘Grand Slam Beige T Strap 


First Quality Upper Stock, Leather Counters, Beige and Brown T Strap 
Extra Fine Leather Soles, Genuine Kid Lining, 909 Beige and White T Strap 
13/8 Full Spanish Heel. 244 White and Blue T Strap 


“Combination Lasts That Really Fit” 244 White and Green T Strap 


Red Kid, $3.50 _ Black Satin, $3.00 ee ee 
Blue Kid, $3.50 Black Kid, $3.25 246 White T Strap 


SACHS & VIGORITH, INC. BLOG SHOE COMPANY, Inc. 


1401 Central Parkway Cincinnati, Ohio 147 Duane Street, New York, N. Y. 


2.35 
2.35 
2.35 
2.35 
2.60 
2.60 
2.60 
2.60 


ow wwww ww w 
a. ae. a a a ee 
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Always showing superior footwear, the 


Hond Shoe 


justifies its undeniable reputation with these 





Cenett. 
Sandals 
fashioned in every detail ac- 


cording to their exact 
specifications. 


Fit the Need, the Mode 

and the Foot with these 

cool, comfortable Venetian woven 
sandals, so perfectly adapted to the 


smart feminine frocks of summer. 


€ 


132 DUANE srt. NEW YORK. ny. 
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AN optimistic note for industry and 
the world of business was struck 
by Fred J. Vogt of St. Louis, western 
sales manager for the Peters branch 
of the International Shoe Company, 
while on a visit to the Pacific Coast 
accompanied by Carlos Reece, Jr., west- 
ern sales manager for the Roberts, 
Johnson & Rand branch of the company 
and also chairman of the board of di- 
rectors, and C. C. Williams, western 
sales manager for the Freidman Shelby 
branch. 

These executives declared themselves 
struck by the air of solidity and con- 
fidence encountered. A joint sales 
meeting of the three branches of the 
company was held at their headquar- 
ters in the Sherlock building, Portland, 
at which were the six Oregon salesmen 
of the firms. A similar meeting will 
be held at the company’s San Francisco 
headquarters with representatives from 
the California territory— (UTPS). 

J W. CONNER, sales manager for 
¢ Hamilton-Brown Shoe Co., has just 
returned from an eastern trip working 
with some of the salesmen in the terri- 
tory and reports business improving 
in the district covered. The company, 
according to Conner, has enjoyed a 
satisfactory volume of sales for April, 
with some of the salesmen showing 
gains over their figures of a year ago. 
W S. MAYES traveling sales man- 
¢ ager of Roberts, Johnson and 
Rand Shoe Company, has returned to 
headquarters with reports from certain 
sections of the country showing a busi- 
ness improvement. isconsin, accord- 
ing to Mayes, has started a road pro- 
gram which is being reflected in busi- 
ness. Two other states, both of the 
Virginias, are on the upswing with 
further improvement expected. 


MONG the shoe visitors in At- 
lanta recently, calling on the local 
trade, have been “Senator” Raglan, of 
the Boklkand Co., New York City; Bob 
Doyle, with Richarda and Diem, Ran- 
dolph, Mass., and Bill Levitt, of the 
Milford Shoe Company, Milford, Mass., 
forming the vanguard of spring sales- 
men. 


TTO MENNES, another west coast 
salesman, also has joined the ranks 
of the Florsheim Shoe Company, and 
will sell their women’s line in that sec- 


tion of the country. 
oo travelers were present in force 
at a special luncheon of the North- 
western Shoe Travelers Association 
held in Minneapolis to meet with Joe 
Kalisky of Chicago, vice-president of 
the National association. The meeting 
was in the Dyckman Hotel at noon, 
Saturday, April 26. 


ELING 


< 


W J. HA R- 
«NEY, man- 
ager of the Air 
Mail and Flexridge 
divisions of the 
United States Shoe 
Company, has an- 
nounced that S. H. 
Lehman, who 
formerly traveled 
in Missouri and 
Kansas, has been 
transferred to 
South Carolina, 
Georgia and 
Florida. 

Mark Hannah, of Moberly, Mo., who 
has traveled Missouri and Kansas for 
a number of years and has many 

: — friends and ac- 
quaintances 
throughout the 
length and breadth 
of these states, has 
just taken over 
this territory for 
the Air Mail Divi- 
sion of the United 
States Shoe Com- 
pany and is look- 
ing forward to re- 
newing his old con- 
tacts among the 
retail merchants in 

Mark Hannch this new connec- 

tion. He is now on his territory. 


E E. SPRAGUE, who has recently 
e become a member of the sales 
force of the P. Sullivan Co., of Wil- 
liamsburg, Ohio, will make his new 
home in California. This territory in- 
cludes everything from Denver west 
and, for the time being, at least, he can 
be reached at either the Lankershim 
Hotel, Los Angeles, or the Plaza Hotel 


in San Francisco. 
pyAReY B. HAYMAN, formerly con- 
nected with the Craddock Shoe 
Manufacturing Company, and more 
recently proprietor of Harrison Boot- 
ery, Harrison, N. Y., died April 10 in 
his 43rd year. He had many friends 
among the retail merchants made dur- 
ing his years on the road. His widow 
will continue to conduct the business, 
it is announced. 


S. H. Lehman 


ACK STANTON, formerly with 

the sales force of the Daetsch- 
Woodward Company of New York City, 
is now connected with the sales force 
of the T. W. Gardiner branch of the 
United Last Company. The headquar- 
ters of this branch are in Lynn, Mass. 


OHN J. DOWD is now in the Middle 

West with the line of sport shoes 
made by the Watson Shoe Co., of 
Stoughton, Mass., and, also, the line of 
Adams Bros., Pittsfield, Mass. He is 
covering Michigan, Wisconsin, Illinois, 
Minnesota, the Dakotas and Nebraska. 
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NEWS 
of the ROAD 


SHOE SALESMAN 


PRESIDENT DAVE A. MARKS, pre. 
siding at a well-attended meeting of 
The Shoe Travelers of Chicago last 
Saturday, announced twenty-four new 
members who have qualified and been 
accepted since the start of the year, 
Incidentally, the quiet, hard-working 
president of the Chicago “local” was 
directly responsible for a round third 
of the volume. But then Dave Marks 
is accustomed to heading sales forces, 

The meeting of April 19th was the 
first to be held in the new club room of 
the Chicago Shoe Club, located on the 
nineteenth floor of The Republic Build. 
ing, 209 South State Street. This club 
is an organization within the Chicago 
trade including retailers as we!!l as 
salesmen and which bids all shoe tray. 
elers welcome whether they belong to 
the Chicago association or other locals 
affiliated with The National Shoe Trav. 
elers Association. Secretary Delany of 
the “National” is to be requested to 
notify members of other locals to visit 
this club when in Chicago. Restaurant 
facilities enable the club to serve an 
appetizing luncheon at a moderate cost 
and the opportunity to meet fellow 
members of the shoe industry is 
prompting many shoemen to attend 
regularly. 

aturday’s meeting included an inter- 
esting discussion of the obligations of 
travelers to their manufacturer-em- 
ployers. 

A committee was appointed to draft 
resolutions of condolence to the family 
of the late George J. Nichols, past pres- 
ident of the “National,” and possessed 
of countless numbers of warm friends 
in all parts of the country. 


EVERAL new members were elected 

at a meeting of the Michigan Shoe 
Travelers’ Association, held in Detroit. 
The meeting, called to order by Presi- 
dent George Gorman, also took under 
consideration plans for the entertain- 
ment of all those attending the Na- 
tional Shoe Retailers’ Association con- 
vention which is to be held in that city 
early next January. National Vice- 
President Joseph Kalisky, the guest 
of honor, urged that every effort 
be made to enlist in this activity every 
traveling salesman carrying shoes or 
accessories and a campaign to make 
this effective is now being directed by 
State President Gorman and Secretary- 
Treasurer C. R. Drummond. 

Members of the retail trade have 
joined hands with the travelers and the 
two groups will work together to make 
the coming National convention the 
best in its history. President Elwin 
Pond, of the Michigan Shoe Retailers’ 
Association, has been in touch with 
President George Gorman of the travel- 
ing men’s association, and the two will 
leave no stone unturned in their efforts 
to interest the entire membership of 
both associations. 
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PUMP 
ORNAMENTS 


SAMPLES UPON 
REQUEST 


No. 3197 
3-Stone Pearl Colored Clamp, may be 
had in Gun Metal, Blue, Green, 
Brown or Pearl Colors. $6.00 dozen 


Showing Mesh Bow No. 7160 at- 
tached to plain opera pump. 


No. 7160 


The original and genuine 
mesh chain bow clamp. 
May be had in silver, gilt, 
silver oxidize, copper or 
gun metal. $4.80 dozen 
pair. Gross pair lots at 
$36.00 per gross pair. No. 7187 


No. 7189 
Mesh bow may be had in Silver, 
Mesh Bow may be had in Silver, Gift, Copper Bronze, Silver Oxidize, 
Gilt, Copper Bronze, Silver Oxidize, or Gun Metal with square center 
or Gun Metal with round center , “laa stone in Blue, Green, Red or Black. 
stone in Blue, Green, Red or Black. o KO» \ $4.80 per dozen pair. 
$4.80 per dozen pair. ‘ 


No. 3213 


Crystal Clamp, may be had with 
i crystal, sapphire, emerald, amethyst 
No. S-733 or jet colored stones. $12.00 dozen 


; pair. 
Rhinestone Clamp Ornament. $6.00 Rhinestone Clamp Ornament. $7.80 


dozen pair. dozen pair. 





No. 3214 


No. 7216 Crystal Clamp, may be had in all 
Metal Clamp Ornament in Silver crystal, sapphire, emerald, amethyst Metal Clamp Ornament in _ Silver 
oxidize finish. $2.40 dozen pair. or jet colored stones. $6.00 dozen oxidize finish. $2.40 dozen pair. 
May also be had in all other finishes. pair. May also be had in all other finishes. 


All Ornaments Shown Exact Size 
Special Price in Gross Lots 


THE 
REYNOLDS COMPANY 
PROVIDENCE RHODE ISLAND 


Shoe Ornaments of every description for the Manufacturer, Jobber and Shoe Retailer 
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PROTECT YOUR 
CUSTOMERS 


| and preserve the good- 
will of your business 
by spectlying~ 
y ALPHA 
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= - Mate Every Step JAFE 


[a over a lost 
heel often becomes near tragedy to tine 
wearer, and the shoe merchant suffers 
from lost faith and confidence. Keep 
the confidence of your customers by 
being sure that all wood heels are 


securely attached. 


Heels attached with Alpha Wood Heel 

Screws do not loosen or come off .. . 

Their exceptional holding power sets 

the heels true and rigid, keeping them 
This screw cannot in exact position — gripped to the heel 
work out of place. 


The thread secure- seat. Protect your customers against 
ly grips the fibres 


of the wood insur- embarrassment. Specify Alpha Wood 
ing permanent 


attachment. Heel Screws when you order. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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IN STOCK 


Linen Shoes 


Suitable for Tinting 


Your customers will want shoes 
that they can dye to match their 
gowns—Meet their demands with 
Menihan’s Styles — They’re all 
20/8, Hee IN-STOCK. NuMode Process 


B466—White Linen 
P Embroidered Vamp 
Mail your order today. B464—White Linen 


Ne Process 
B463—White Lintong (Linen) $4.75 


Special Process 
20/8 Heel. 


B-472—wWhite Linen (for Tinting) ..$4.35 

B-434—Sand Kid “ ” 

B-170—Imported White Crepe Silk, Vardo 
suitable for tinting any color 5.00 Special Process 

B-524—Black Faille (Crepe) . 16/8 Cuban Heel. 


B-176—Black Calf (Lt. Wet.) . = 
B-432—White Kid 4. B468S—wWhite Linen 





““Riquette”’ Terma Net 30 Days 
Twenty-five cents additional for 
orders of less than three pairs. 





Special Process 
20/8 Heel. 
B469—White Linen 











NOTE: You should be receiving our weekly 
In-Stock Catalog of newest and most up-to-date 
styles. Mail your order today and we'll put you 
on our mailing list. 


THE MENIHAN COMPANY 


In-Stock Department “Rayo” 
ROCHESTER, N. Y., U. S. A. sire Pree 


Makers of Menihan Arch-Aid Shoes B-526—Lido Sand Kid 
B-488—wWhite Kid 
Pittsburgh Y 
sburgh Offce Now York Office San tiny Office —...., B-493—Larkspur Blue Kid.. 


Henry Hors. 846 Marseipos Bia. 
W. A. BARNBY B. W. MOYLAN H. 8. KUSHINS A. F. JBNKS B-492—Mat Kid 











Ohtcago Office Los Angeles Office Detroit Office Also NuMode Process 
Masestio Hors. 111 East 8TH Sr. Detroit-LELAND Hors. 
¥. J. SATEE NORTHAMPTON, Mass. ©. B. VAN DB GRIFT OC. G. SELLERS B-489—Beige Linen 
BLLIOTT LA MONTAGNB 
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NATIONAL NEWS 


SATURDAY, MAY 3, 1930 


EVERY WEEK 








as 


Lighter Shades 
Selling Better 
in New York 


New YorK—While navy blue, patent 
leather and the darker shades are still 
predominant, retailers report that the 
beige and pastel tones are fast gaining 
in favor and bid fair to enjoy another 
prosperous season. 

I. Miller shows a new pastel shade 
known as Rose Opaline and made up in 
footwear of kidskin, crepe and linen. 
All tones of beige are popular, with 
green a high style note. 

One shop favors black linen with 
patent leather trim in a line of opera 

umps, which they advertise as the 
atest thing in shoes. Opera pumps are 
outstanding. Franklin Simon _intro- 
duces a smart opera model in blue kid, 
green kid and patent, using a decora- 
tive inlay stitched pattern extending all 
around the top of the pump in har- 
monizing trim. 

A big sport shoe season is expected 
in both men’s and women’s shoes, and a 
number of merchants are enthusiastic 
over the possibilities of this type for 
the summer. Last season proved the 
growing popularity of sport footwear 
in black and white and brown and 
white combinations and in woven 
leather patterns, and the coming season 
should see an even larger volume of 
sport shoes sold. 


Cantilever Department in 
Gimbel’s 


New YorkK—Gimbel Brothers have 
converted its French shoe room into an 
exclusive Cantilever shoe department, 
and Cantilever shoes will be featured in 
an intensive advertising campaign be- 
ing waged. 

This is a step in the plans of the 
Cantilever concern, which calls for a 
program of expansion in the opening of 
new stores and shoe departments 
throughout the East. 


David Long Retires 


New CastTite, Pa—David H. Long, 
for nearly 30 years engaged in the re- 
tail shoe business at 231 East Wash- 
ington Street, this city, has retired 





from active business. 
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Higher Prices Not Anticipated 


Competitive Situation in Shoe Industry Will Tend to Dis- 
courage Immediate Advance Following Tariff, 
Market Observers Believe 


BostoN—Action of the Conference 
Committee in voting for tariff duties on 
hides, leather and shoes has strength- 
ened the shoe and leather markets, in 
the opinion of trade factors here, al- 
though as yet there are few definite 
signs of an upswing either in prices or 
volume of business. One leading manu- 
facturer has declared in a statement 
that competition among shoe manufac- 
turers is so keen that prices will be 
kept down in spite of the tariff, assum- 
ing, of course, that the Conference 
rates will obtain the final approval of 
Senate and House, as well as of the 
President. 

Ordinarily, an increase in prices 
would follow naturally in the wake of 
the enactment of a tariff measure. But 
it now appears that conditions prevail- 
ing in the shoe industry at the present 
time will tend to make it difficult to get 
higher prices immediately. Chief 
among these influences is the element 
of keen competition mentioned above. 
One of the most important factors in 
the industry has recently come out with 
a lower price list, made, it is true, on 
the assumption that hides, leather and 
shoes would remain on the free list, but 
nevertheless reflecting the strongly 
competitive situation in the industry 





Recorder Chicago Office 
Now in Republic 
Building 


The Chicago office of Boor anp 
SHOE ORDER is now at Room 
1334, Republic Bldg., State and 
Adams Streets. 

This location is a particularly 
convenient one from which to 
serve representatives of all 
branches of the shoe industry, 
and the new office is just opposite 
the elevators, where visitors will 
be able to find it easily and 
quickly. 














which may be expected to continue re- 
gardless of the tariff. 

Retail buyers are adhering very 
closely to the policy of buying for im- 
mediate needs; in fact, since the stock 
market liquidation of last autumn the 
hand-to-mouth policy is more firmly es- 
tablished than ever as a rule of mer- 
chandising practice. Even the prospect 
of a tariff is not likely to cause many 
to depart from this policy. In view of 
this situation it hardly seems conceiv- 
able that shoe manufacturers will be 
inclined to raise prices materially at 
this time because of the tariff. hat 
may happen later on is, of course, 
purely a matter for speculation. 


J. W. Harty with Grossman 


NEw YorK—James W. Harty, who 
has been with the Coward Shoe Co. for 
33 years in the capacity of ladies’ shoe 
buyer and manager of the women’s de- 
partment in the original downtown 
store, has severed his connections with 
this establishment and allied himself 
with the new Grossman project as an- 
nounced recently. Mr. Harty will have 
charge of the new Grossman retail 
stores to be opened shortly. 

Because of his long association with 
the Coward firm, Mr. Harty is well ac- 
quainted with the Grossman product, 
and brings to his new position the best 
wishes of his many friends in local re- 
tail circles. 


New Men’s Shoe Store 


PITTSBURGH, Pa.—Albert J. Schmidt, 
the well known retail shoe merchant of 
Pittsburgh, who operates Schmidt’s 
Kumfort Shoe Stores at 627 Smithfieid 
Street and in Dormont, a suburb, has 
opened the Friendly Five and Ten Shoe 
Store at 137 Sixth Street, in the Roose- 
velt Hotel Block. Men’s shoes are han- 
dled exclusively at $5 and $10 the pair. 
Mr. Schmidt is a former president of 
the Pittsburgh Retail Shoe Dealers As- 
sociation and is now president of the 
Middle Atlantic States Shoe Retailers 
Association. 














Some Wisecracker Once Used the Expression: “Penny Wise and Pound Foolish” 





Some Shoe Merchants May Think That of 


ELAMWAY 


(Flexible Cemented Soles) 


FOOTWEAR 


Because They OUTWEAR All Other Types 


ERE’S where we take exception. If you're intent on building up your Children’s De- 
partment, in order to get the Mothers into the “Habit” of trading at your store and in 
convincing them that your Elamway Children’s Shoes wear longer than any others, then 
you cannot afford to be “Penny Wise and Pound Foolish.” “Penny Wise” consists of buy- 
ing “cheap” shoes for children—the kind that soon wear out and irritate the Mothers, who 
forget the low price and remember the poor shoes. No, they won’t come back to your store. 


Better far be “pound foolish” and buy Elamway Shoes 

—Flexible, Best Soles (attached by the Guaranteed Shoe 

Cement that CANNOT come off), that gives TWICE 

THE WEAR as the Same Grade of Soles attached by 

Nails, Tacks, Staples or Thread; and beautifully finished. 

All this at no higher prices than you are paying for good 
R4506 — Patent buckle-strap, cut-out looking but short-lived shoes made by the old methods 
vamp; 5-8; 8%-11; Elamway, the likable 


way. of sole attaching. 





ORDER FROM YOUR WHOLESALER. WE DON’T SELL DIRECT TO RETAILERS. 
(If your Jobber hasn’t them, write us) 











NO Tacks, Nails, Stitches or Staples. Flexible and Smooth Tread. 
Perfected by Use of ELAMWAY PROCESS and MECO LASTING MACHINE! 





. In Ye Olden Times In the Radio Age 
ELAMWAY ' 


Qme() 


Trade Mark 


See the New 
SAMPLES 


, s ELAMWAY replaced hardware and 
soles were attached by nails, screws Place an Opening - a P ae 

: 4 stitches with C ted soles GUAR- 
tacks and thread. Lining in shoes Order ANTEED Not to Come Off. Smooth 


linings. 





had—have—wrinkles. 








F. S. ELAM SHOE CO., Inc. Factory B 


Factory A 
Byron M. Elam, Mgr. 


¥. S. Elam, Mgr. Manufacturers, Rochester, N. Y. 
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Fit for a Senator 








A committee composed of officers of the Washington Shoe Retailers 
Association and the Washington Chiropodists’ Association fitting Dr. 
Royal S. Copeland, United States Senator from New York, with a pair 


of shoes. 


Senator Copeland is honorary chairman of the Committee 
for the Promotion of Foot Health. 


In the photograph, besides the 


senator, are Messrs. Edwin Hahn, president of the Washington shoe 
retailers; Arthur Burt, A. Coonin, Dr. E. D. Thompson and Dr. Schutz 








New Store to Feature 
Perfumed Shoes 


INDIANAPOLIS, IND. (UTPS)—The 
formal opening of the Selby Arch 
Preserver Shoe Shop at 27 Monument 
Place, took place on Saturday, April 19. 
The store will be operated under the 
direction of Everett Petot, president of 
the Midwest Shoe Corporation. Cater- 
ing exclusively to women, the shop has 
architectural and decorative features 
designed with a distinctive feminine 
appeal. The entrance is unusual, with 
large plate glass windows set in chrom- 
ium and vitrolite framing. The in- 
terior is artistically set off with rich 
carpeting and decorative shelving. 

One of the unusual features of the 
new store is a complete line of women’s 
perfumed shoes. They are made ex- 
clusively by the Selby Shoe Company 
and have Seseane popular since their 
premiere a few months ago in Holly- 
wood. Roger A. Selby, president of 
the company, was in Indianapolis for 
the opening of the new store. 


Plans to Open Another Store 


APPLETON, WIS.—The Schiff Shoe Co. 
of Ohio will open a store in this city 
within the next two or three weeks, 
according to Marvin S. Schiff, vice- 
president of the company. The store 





will be known as the Big Shoe Store. 
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Dr. J. M. Hiss to Open Store 
in Los Angeles 


CoLuMBus, OHIO—Dr. John Martin 
Hiss, the foot specialist and bunion 
surgeon of Columbus, Ohio, has just 
returned from a two and a half months’ 
combined business and pleasure trip in 
California. 

Dr. Hiss, while in California, con- 
ducted a number of foot clinics in stores 
featuring Foot-Friend shoes, which are 
made under his specifications and 
patents. Among these stores were Hale 
Brothers at San Francisco, Fred H. 
Rice & Son of Santa Ana, and Van 
Bellens at Whittier. 

In view of Dr. Hiss’s standing as a 
specialist among osteopathic physicians, 
he was kept busy making addresses for 
a number of their county societies, in- 
cluding both the Northern and South- 
ern California osteopathic association 
meetings. He also operated fifty bunion 
cases and treated or examined approxi- 
mately two hundred others. 

While in Los Angeles Dr. Hiss made 
arrangements to open a shoe store 
featuring Foot-Friend shoes for women, 
under the name Dr. Hiss Foot-Friend 
Shoes, at 738 S. Flower Street. This 
store will be under the direct super- 
vision of his brother, G. Fred Hiss, 
and Mr. Updegraf, formerly of the 
May Company at Los Angeles. 
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new ideas in smart footwear for 
young moderns who 
“go places and do things” 


KA 


different sizes 

in each of the 
different sport styles 

in stock today 


Style 402 


Log Cabin Calf, Sandy Beige Calf 
Trim, Crepe Sole, Round Toe 
5/8 AAA 
44/8 AA 
3/8 B 
22/8 C 


$3.60 
KA 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alle- 
gheny Mountains, 5% 20 days—net 40. 


Write for Sport Walks Folder in 
Natural Colors 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA. 
AURORA MISSOURI 


Alse KEWPIE TWINS and NATIONAL PARKS 














A Revelation in 








Sales Appeal and 











Profit Turnover 








apon 


for slipper uppers 


A superb finish and chic so apparent it’s almost 
a handicap ... until you learn the moderate 
cost!... Alert slipper manufacturers every- 
where have capitalized these sales-compel- 
ling Zapon advantages. § Here is a soft 
and pliable texture, in a lavish range of 
colors to conform with the mode—yet 
its durability is such that it truly 
“wears and wears and wears.” 
Zapon is just as comfortable as it 
is smart, a fact which customer 
satisfaction has definitely prov- 
en. § It will pay you to inves- 
tigate the full possibilities of 
Zapon—a product backed 
by 47 years of uninter- 
rupted manufacturing 
growth and prestige. 


Paris-inspired—this chamois-soft material 
is available in a wide variety of colors and 
patterns, and is both extremely durable 
and water-proof. Exclusively manufac- 


tured in America by the Zapon Company. 
Send for samples now. 














The ZAPON COMPANY 
STAMFORD, CONN. 





There is a 


VALIER 


POLISH 


specially made for 
each [type of footwear 


Offering the proper CAVALIER polish to 
all who buy your shoes will bring extra 
profits and increased customer good-will. 


Sod exclusively to the shoe and allied 


trades. We do not sell to the drug or 
grocery trades. 


Write for information and prices. 


CAVALIER CORPORATION 
BALTIMORE, MARYLAND 














ANOTHER HUMPTY DUMPTY 


that’ll give you an idea how good the completc 
line is. 
They are fine values in juvenile Goodyear Welits 
Back of them are good honest Pennsylvania she 
making—correct styling—and a favorable pric:. 
Let us send you the details. 


WILLITS SHOE CO. HALIFAX, PA. 
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No. 3162 


t Leather 


3, 8%/I1l 


11%/2 





Five Toes in Plain Sight 








Salesman and customer can see just where the toes lie and how the 


foot rests in the shoe when this new method of fitting is used 








E. W. McCain to Supervise 
Siyle for Johansen Bros. 


St. Louis—E. W. McCain formerly 
in charge of the New York style stu- 
dios of the Johansen Bros. Shoe Com- 
pany has been placed in charge of the 
style department at factory headquar- 
ters in St. Louis according to H. 
Johansen, vice-president of the com- 
pany. 


Charles B. Mayer Dies 


Wausau, Wis.—Charles B. Mayer, 
67, pioneer local shoe dealer, died Aprii 
6, after a serious illness. Mr. Mayer 
formed a partnership with Alfred Rich- 
ard in this city in 1890 and conducted 
a shoe store under the firm name of 
Mayer and Richard. Five years later 
the partnership was dissolved and Mr. 
Mayer operated the business alone until 
a few years ago when he took his two 
sons into the business. 

Mr. Mayer is survived by his widow; 
two sons, Theodore and Charles, Jr., 
and a daughter, Mrs. Charles Mc- 
Donald. 


Improvements Modernize 
Shop 


Prescott, Ariz. (UTPS)—Tribby’s 
Smart Footwear Shop on West Gurley 
Street is to be made more attractive 
with a modernized store front, which 
will include the placing of red and black 
Spanish marble around the base of the 
present plate glass windows. A metal 
marquee with glass top will be sus- 
pended over the sidewalk and the dis- 
play windows will be redecorated 
throughout. Maurice Tribby is owner 
of this fashionable shop, featuring 
smart footwear for women. A branch 
store is in the San Carlos Hotel Bldg., 





in Phoenix. 
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New Method of Fitting 
Children’s Shoes 


AuBurN, N. Y.—A new method of 
fitting children’s shoes has been de- 
veloped by The Shoe Form Company 
of Auburn. It is known as the Fairy 
Try-On System, and it consists of a set 
of sixty forms made from transparent 
Fairylite, exactly reproducing the in- 
side of the shoe, made up in the most 
popular sizes and widths, together with 
an attractive cabinet made from Golden 
Fairylite. The cabinet is divided into 
compartments, marked in each case 
with the size and width of the form, 
making it most convenient for the 
salesman’s use. 

With the Fairy Try-On Forms, both 
the parent and the salesman have a 
clear picture of exactly how the foot 
lies in the shoe. Reproducing as it 
does the inside of the shoe, it proves 
beyond dispute whether or not the shoe 
will fit properly. The parent need not 
depend upon the word of the salesman 
that a correct fitting has been made. 
She can see with her own eyes exactly 
how the toes lie; whether or not the 
shoe is long enough and if there is suf- 
ficient width for the toes. 

Beyond that, it is claimed that the 
system conserves the salesman’s time. 
By slipping two or three Fairy Try-On 
Forms over the foot, the correct size 
is quickly established and then it is 
simply a matter of decision as to the 
style or color. The salesman uses the 
forms rather than to bring out number- 
less pairs of shoes for a fitting, which 
not only clutter up the department but 
at the same time waste much of the 
salesman’s time in repacking and re- 
turning to stock. 

While, so far, this system is in use 
only for children’s shoes, its practical 
and convenient features have given rise 
to a demand for the same method of 
fitting both women’s and men’s shoes 
with the result that the idea is now 
being further developed to include them 
as well. 


MUSEBECK 


Dou bh -Arch 
Wear St raight 
Shoes 











What Do You Know About 
the 


Metatarsal Arch? 


Can you tell a customer why his shoes run 
over to one side, and can you demonstrate a 
shoe in such a way so as to convince him 
that this trouble can be remedied? 

Learn about the new things that are happen- 
ing in shoemaking. Get the construction story 
on Musebeck shoes. Write for a catalog. 


Patents 
Pending 


Copy- 
righted 


The Metatarsal Arch 

(C) MUSEBECK WEAR-STRAIGHT in- 
sole, shaped to give perfect foot balance 
Result: Outsoles wear straight across the 
bottom instead of wearing thin to wedged 
shape at outside ball. 

(D) Thick, mellow insole, shaped to 
Metatarsal Arch A permanent solid Icather 
arch that fits the normal foot and do not 
collapse 

(E) Imported hair felt, chemically treated 
An insulation against dampness, cold or heat 


Combination 
Last 


BLU 


060 Black Ruby Kid, Kang. Tips 
$060 Same as above with Arch. Sup 
sol = 


e . 
065 Benz Tank K 
085 Tan Mellow Calf.... 





Terms 2% 20 Days—30 Days Net 








DANVILLE, ILLINOIS 















IBU'Y In THe NEWy 

























































All Genuine Grey and White , 
. . Va € 
Raiah Lisards qe 7a The Right Sh 
IN STOCK \/ Le & ‘ At 
AAA toC _\\VA Axe 
5 Levey Bros. Shoe Co. find this a timel; Opps Lev 
tunity for the expression of their apprecia 10n { 145 
the wonderful response shown by their many J New 
pothesand tomers to their merchandise. 
—Genuine grey and white Rajah 29044—Genui y and white Rape _ 7 n 
staend 2/8, Qutord, rey ‘i Lizard, center buckle, grey | Kid The consistent service, unusual values and - = 
. Je m D. e: ° ™ “ 
£9042—Same as above in’ 15/8 Sp. deal, $0069—Same as above in 15/8 Sp. heel, vanced styles, as regularly shown in the Bot ay . 
$9040—Genuine = "aad wate aan Lizard pump. Shoe Recorder, have all contributed mterjq) no 
toward the establishment of good will and respeq gav' 
Het between these many progressive retailers and +. 
\44 ou A NTSNE * HAS ir” YORK y P 4 5 id “y 
I.evey Brothers organization. shor 
mer 


In a recent interview, Mr. Ted Levey of the fim 

. abet : : Vain fact 
CAMP MOCCASINS stated his conviction that his house has fuirnishe the 
more style and quality in its remarkably diverse lire sho: 
than at any time in the history of their busiess hav) 


Consequently, the wide group of retailers «lepen(. 
ing upon Levey Brothers for their source 0: suppiy 
have enjoyed merchandising lines of shoes ‘hat are 
the very best sellers. 





BLACK ELK, SEWED SOLES As testimony of their foresight in featuring thf Com 
X 121 right shoe at the right time, and of always maintain-f Levey 
Youths’ 1214-2 Waterproofed Leather Sole. ing a strict appreciation of the retailers’ needs, Mr aunie 


Boys’ 2%- 5% Waterproofed Leather Sole. ae Be 5 ° . . . 
Men's 6-11 Waterproofed Leather Sole..........--....-... Levey has submitted the following commu nicationfi for us ‘ 


BLOG SHOE COMPANY. rae from a leading shoe retailer : of bette 


147 DUANE STREET 

















These Popular Goodyear Welt Sport Oxford 

Become More Appropriate as the Season Advances 
Duflex Soles and Heels 

A to C—53 to8 


In Stock at $3.25 


£0700 Smoke k, Tan 
Calf Tr 


ADVANCE WINNERS 


LONG PROFITS 


$2.85 $2.60 
s 2% to 8 





















20703 Tan Calf, Tan 
PATRICIA ——— ALICIA izard Trim 
No. 7125—Patene leather #0. 1207—Patent cross strap $0705 White I Whit 
No. 7127—Kaffor kid. No. 1209—Kaffor kid Trim 
Ne: fering Re aiswet ) 
le —biue ° - * j 31k 
No. 7132—Apple green kid No. 1215—Blue kid #0706 a. aaah 
Spike and Baby Heels a I 
LEVEY BROTHERS SHOE CoO. 116 Duane Street 159 DU 
oak Gana Ga CONCORD SHOE CO., Inc. New York City 
—yennen Se Gee Ee We MEN'S WOVEN LOUNGING SLIPPERS 
Apple Green Kid Vamp. 






Sun Tan Kid with Parchment 
Kid Vamp. 

Independence Blue with Grey 
Kid Vamp. 

Lavor’s White Cab with Patent 
Lacing. 

Patent with Parchment Lacing. 


All of above shoes in 22/8 Spike, 
Short Vamps and Spike and Baby 
Louis Heels, Modified Last. Price, 


“The Oxford of the Season” 
J. Weiss Shoe Co., Inc. 


137 Duane Street New York City 
“The Wise Dealer Deals with Weiss” 


Ideal for locker room, beach and bed- i 513 w 
= room wear, and salable at goo: proilt: = 
TWN this time of year to golfers an W 
ie » bathers. Heel-less bottoms wover 

in one piece with — uppers 

Equipped with tie-thonss. Ex- _ , 
., Tr 















Feet 
—S: 


Sar 


tremely comfortal and 
» long-wearing. A wonder- 2 
ful leader to sell for 


I= 


tf, 
GEE 
SA 


Pull 


irs 
FFP, 
te Pd 
mm Gal 


GOLO SLIPPFE CO. 
129 Duane Street, New York 122 DI 
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MARKET 


Duane Presents the New Modified Toe in 
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hod at the Right time ‘Ihe 
Levey Bros. Shoe Co., Yar Pump 


J Oppor 
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ition { 145 Duane St., “Queen of all operas” 
any cys New York City Now carried in stock in balloon and 
new modified toe lasts, both featur- 4 
‘ ing 22/8 spike heel. 
wid Gentlemen: In Patent Leather, Black Satin and 
ag , ° ° ° P Kaffor Kid. 
, . “We take this opportunity of informing you - 
Ot and fi ffici Widths AA A B, C, 
that we cannot find sufficient words to express ” sn a hg $4 25 
Miterially F ee f th l d . Made to order in any leather. rices ° 
a) our appreciation for the styles and service you on request. —_ 
L TeSperd bs 
~ gave us for our Easter business h 148 DUANE STREET 
~ “We can most emphatically state that your Duane oe (ompany. NEW YORK CITY 
shoe styles have been absolutely the best sellers 
the fir merchandised in our store for a long time. In 
ae fact, we attribute our increase in business for SMART STYLES 
nished the past season to your wonderful variety of 
erse line shoe styles, and we trust our. fellow retailers IN STOCK 
esc have taken advantage of the same opportunity. 
, ‘ : B and C wide 
“ 
epeni Trusting you continue your good work, Sizes 3 to 8 
' > 
Supply “Very truly yours, Price $2.75 
lat are . 
: (Signed) S. ROSENBAUM.” 
ng the Commenting upon this communication, Mr. Ted 
untain-fl Levey stated, ““We appreciate this tribute to our . } : 
is, Mul organization, and consider it as an added incentive Buckle. Same in White Kid. ‘Same Jitrard’'"vo-tivelet ‘Tie habe Spanish 
ae 2 ° e ° e i ¥ @ . - 4the . “ € € san \ a 
ication for us to increase our efforts toward aiding the sale Ry By So . oe = eo oe > 
f . Bl c } c ig an Java Lizard, igh hee Same in 
of better shoes at popular prices.” Lon —~4 and all Green Kid. High Mat ‘Kid, ‘High’ heet 
BLEECKER SHOE CO., Inc., 138-140 Duane St. 
Boston, 216 Essex St. Philadelphia, 17 No. 4th St. 





HOLLYWOOD 
2916 Armours Black Kip, 





| )xford A 































l vance Value Supreme Sport Oxfords 208s yea 7 Trim 
. Goodyear Welt, Genuine Gristle (Rubber) Sole, Leather Heels Calcutta 7 hte 
2955 A Blond Kip, 
| 3003 Smoke Elk trimmed with Brown Mottled Lizard 
to 8 Tan Lizard. Trim. 
3004 Gun Metal Calf trimmed with High Grade 7957 Armours | Smoked Kip, 
. Black Cale ‘ Blonde Kip Trim 
$3.25 k Calcutta. Goodyear 2961 White Elk : 
$3.25 3005 White trimmed with White — = = 
1 7 4izard, (Above with Pl i 
ik, Tos 3006 White trimmed with Gun Crepe Sele) 
Metal Calf. 2952 ene 3 Fen Kis. Rose 
Bl i im. 
Tan 2.85 in A x ae | 2954 Northwestern "Whippet, 
m » Band C Widths Brown Lizard Trim 
el 2956 Armours Blonde Kip, 
, White Smoked Kip Trim. 
2962 White Elk, White Liz- 
ard Trim 
k, Blk (Above with Airway 
= ee Barefoot Sole) 
Street 39 DUANE STREET "Sop SS Sizes 3 to 8; C Wide—$3.00 
: City A BY , NEW YORK B. FRIEDMAN SHOE CO., Inc. 
108 READE STREET ESTABLISHED 1880 
HOt a aE 
RS SNAPPY SPORTS The Trotter Sandal 
d bed to Retail at ...... ° 
l ed: 6513 Women’s Smoked Elk—Camel Elk 







pronts Trimmed Kiltie Tongue Sport Ox- Another individual pattern designed and 


rs and ford, Essex Plytex Rubber Sole. created by America’s foremost popular 
. a Widths, A to C. Sizes 2% to 8. priced shoe house. The best merchants in 
woven a America handling shoes have realized that 
, rc this is the best source of supply for the 
Ippers Price $3.60 patterns that are outstanding, and they 
s. Ex- are increasing their volume of business 


and 6514 Same in White Elk—Black Calf through this wonderful line of shoes 


trimmed. Widths, A to C. Sizes 





mnder- 2 2/8 Featured in Patent Leather, White Kid, 
= «/5. . Lavender Kid, and Green Kid, in 14/ 
ell for Price $3.60 Cuban heel Also the same pattern in 
(lat heel Theo ties in Patent Leather 
Full Line of Sport Oxfords and and White. 
Sandais Now in Stock 
x annie" ~ o> 
Samples Sent Prepaid = DRYZER & ROSENBERG, Inc. 
s 
Xr CO. Ww 131 Duane Street “Shoes under Market Prices 
ew York PO ELL & CAMPBELL Headquarters for Mail Order Houses, Department Stores and Bargain Basements 


1222 DUANE STREET ESTABLISHED 1879 
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Men’s Shoes 














WHERE TO BUY 
































(et 
BROCKTON __.__...... 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
















































































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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| EAST WEYMOUTH. MASS. U.S.A. 
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87 STYLES IN STOCK 


| BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


aaa ll 
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BION F-REYNOLDS CO™- BROCKTON MASS 





BLACKS 


For Informal General Wear, Day or Night, 

to complement the color of suit worn. 
NOTE: The tendency toward lighter 
weight footwear is more pronounced in 
black shoes than in brown footwear. 


LASTS: 


1. a. French types. 
a. American custom. 


NOTE: There is a marked tendency to- 
ward narrower toes in black footwear. 

2. Medium brogue. 

3. Corrective lasts. 

4. Staple lasts. 


LEATHERS : 
1. Calf. 


2. Lighter smooth and boarded leathers. 
3. Kidskins. 


HEELS: 
Rubber and leather. 


Semi-Formal Dress Wear 


A lightweight black calf shoe with tip 
will be worn with morning coat and cut- 
ae Medium and narrow toes will pre- 
vail. 


Informal Evening Wear 
TYPES: 


Dull calf or patent leather plain toe ox- 
ford. 


NOTE: This type will carry medium and 


“The CHILD is KING, therefore let us 
cater to his MAJESTY” 


PREFACE 


Again we repeat that greater emphasis 
on the exploitation of Juvenile Styles is 
steadily growing among modern shoe re- 
tailers. The stress of style in this depart- 
ment is most essential. Equally important 
is the need for a comprehensive assortment 
of sizes and widths in the patterns de- 
manded by modern juveniles whose style 
consciousness is so well developed. At- 
tention is again drawn to the correct official 
classifications and size runs: 


2 ae Sizes up to 11 
Junior Misses .......... Sizes. 11% to 2 
ee 
Modern Misses ........ Sizes, 24% to 8 
EE BE phd S00 0tare Sizes, 9 to 2 
See Sizes, 2% to 6 


FOR SCHOOL AND SPORTS WEAR 
For Junior Misses (Sizes 11% to 2) 
and Children (Up to size 11) 


PATTERNS: 


1. Oxfords in plain toe and shield tip 
effects (Soft toe boxes preferable). 

2. Moccasins. 

3. Straps. 

4. Ties in both closed and open throat 
effects. 

5. High shoes depending upon locality 
in sizes (up to 11). 















NOTE: Do not overlook sport shoes, 
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Juvenile Styles 
MAURICE J. YOSKIN, Chairman 
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Joint Shoe Styles Report 


[CONTINUED FROM PAGE 39] 


narrow toes. Attention is directed to the 
increasing demand for the dull calf shoe 
with plain toe for informal evening wear, 


Formal Dress Wear 


The lightweight plain toe patent leather 
oxford or pump with medium and narrow 
toes are the most important types in this 
classification. 


SPORT SHOES 


NOTE: Street-sports shoes started sell. 
ing earlier this year than last year and 
will continue to sell into the summer 
months. In some stores sport shocs will 
constitute 25 per cent of the January 
to July volume. In view of the fact that 
men’s sport shoes this year will le q 
definite factor in vacation purchases, the 
committee strongly recommends _ that 
sport shoes in all price ranges be carried 
through July at regular prices. 

The style committee anticipates some 
demand for a two-tone combination fall 
shoe to take the place of summer sports 
footwear; and it is urged that this type 
of footwear be pushed for extra sales. 


SPATS 


Spats are increasing in popularity—the 
increased demand is very pronounced. Col- 
ors will harmonize with the shoes and the 
suit. The popular colors in spats for fall 
will be. 


Pearl gray 
Medium gray. 
Fawn. 





particularly the sizing up of good sellers 
that you now have, will carry right 
through into the winter months. 


LEATHERS: 
Quality Group 
1. Elk and boarded leathers in brown, 
camel and smoke. 
2. Patent leather. 
3. Black calfskin. 


4. White leathers—buckskin, kid and 
calf (up to 11). 


VOLUME GROUP: 


1. Elk type and side leathers. 
2. Black and brown smooth leathet 
3. Patent leathers. 


NOTE: Flexible soles are the only soles 


to use in this group, as they promote 
barefoot freedom so essential for the 
growing foot, and yet give greater ser- 
vice. 


FOR SCHOOL AND SPORTS WEAR 
For Misses (Sizes 2% to 7, the Growing 
Girl) 


PATTERNS: 


1. Oxfords. 

2. Moccasin types. 

3. Ties, both closed and open 
effects. 

4. Strap effects. 

NOTE: Misses’ sizes 2% to 7 have | en 

created mainly to take care of the 1'ss 

who is stepping out of a size 2 and "st 

have the same style shoe carried 


t at 
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your job on a dead level? 








This man 


climbed steadily 


to SUCCESS 








R. S. CURRELL enjoys 
helping young men win the 
goal he himself has reached. 


pe YOUR JOB, do you have 
to live on hopes for the fu- 
ture? In the J. C. Penney Com- 
pany aman with a keen mind, the 
will to learn and an understand- 
ing of the aim of this Company, 


that comes of sharing in profits 
earned. His present is successful ; his 
future holds still greater promise. 


But the going is not all easy 


Hard work, long hours, unflagging 








lives on the certainty of success. 





willingness to live up to the ideals 





R. S. Currell saw an 
unusual opportunity 


“Thad the policies of the J. C. Penney Company explained 
tome one week after completing my school work. I had 
never heard of anything that offered a young man quite so 
much in the way of a successful future. 


“Soon afterwards, I had the good fortune to be em- 
ployed by the J. C. Penney Company, and ever since I 
have been thoroughly sold on the principles laid down by 
our founder. 


“It gives me great pleasure to work with the personnel 
of the store in which I am manager and I feel that what I 
have achieved in my career with the Company is no 
more than is offered to young men of today. In fact, 
opportunities were never greater with the Company than 
they are right now.” 


RS. Currell was not disillusioned. He has position in 
his community, the high regard of his friends, the security 
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Every year the J. C. Penney Company opens new 
stores ...trains ambitious young men to manage them. 


of the J. C. Penney Company, are 
on the road. But the men we want 
will be glad to give their utmost be- 
cause real success is surely ahead. 


Quite naturally, we do not offer this chance of a life- 
time to everybody. We want only men who are well 
educated, who have a thorough knowledge of the dry 
goods, clothing or shoe business. Applicants must be 
between 21 and 35 years of age, and have a clean record. 
Can you meet these qualifications? R. S. Currell sees 
opportunities for you right now. 

* 


Ger IN TOUCH WITH US now if you feel that you are the kind 
of man we want. Write to J. C. Penney Company, Inc., Atten- 
tion Mr. J. D. Keyes, Room 1703-V, 330 West 34th Street, New 
York, N. Y.; or attention Mr. E. M. De Moss, Room 1351-V, 
400 S. 14th Street, St. Louis, Mo.; or Attention Mr. Wm. H. 
Dayton, Room 1323-V2, Russ Building, San Francisco, California; 
or Attention Mr. A. M. Walters, Room 1125-V2, Perrine Building, 


Oklahoma City, Oklahoma. 
Adv. 
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WHERE TO BUY 
Men’s Shoes 





“A MAN’S DECISION” 
THE 


Beston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 











WHERE TO BUY 


W omen’s Shoes 





CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS * ao co., 
Buffalo, N. 8 


INC, 
IN TOCK 








Ultra-Smart Sandals 


BIARRITZ SANDALS, INC. 
83 West 27th St. New York 











~~ 


WHERE TO BUY 


Shoe Forms 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 

Light, Inexpensive and 

Practically Invisible 
» Linings and case num- 
bers easily seen when 
transparent form is in 

Write 


THE SHOE FORM CO., Auburn, N. Y. 











WHERE TO BUY 


Sport Footwear 


BASS MOCCASINS 





Because this little girl who is about 
eight years of age requires in many 
cases sizes 3% to 6. The committee, 
therefore, recommends this run should 
follow out the Junior Misses’ as closely 
as possible, thus removing a lot of con- 
fusion. For example, two little girls 
may be of the same height—one nine 
years of age wears sise 2, her little chum 
who is not eight years of age, wears a 
size 4. This situation is found fre- 
quently, and for this reason a depart- 
ment of this type should be created to 
carry out the same style expression as 
for the Junior Misses, graded propor- 
tionately in toe appearance, with a slight- 
ly higher heel not to exceed 8/8ths in 
height. 


LEATHERS: 
Quality Group 


. Boarded and smooth leathers in brown 
Ts black. 
Ik 


. Patent leather. 
. Reptiles. 


Volume Group 


. Elk types and side leathers. 
. Black and brown smooth leathers. 
. Patent leather. 


FOR DRESS OCCASIONS 


For Junior Misses (Sizes 11% to 2) 
and Children’s (Up to size 11) 


PATTERNS: 
1. Straps. 
2. Ties. 
3. Gored pump effects with tongue and 
buckles. 


LEATHERS: 
Quality Group 


. Patent leather. 

. Brown leathers with reptile trim. 
3. Black calf. 

. White buckskin, white calf or kid. 

. Reptiles. 

. Suedes. 


Volume Group 
. Patent leather. 
. Brown calf. 
. White leathers. 
. Reptiles. 


FOR THE MISS 
(Sizes 2% to 7) 


PATTERNS: 
1. Straps. 
2. Ties. 
3. Gored pump effects with tongue and 
buckles. 
4. Stripped pumps. 


LEATHERS: 
1. Patent leathers. 
2. Smooth calf in black and brown. 
3. Suedes. 
4. Reptiles and novelty 
Color Card). 
5. The new kid shades. 


HEELS: 


1. Leather. 
2. Covered. 


NOTE: Heel heights, 8/8 to 11/8. 


MODERN MISS 


The problem in shoes for the Modern 
Miss is to reconcile the difference of opin- 
ion between the parent and child. The 
opinion of the committee is that if the 


leathers (See 
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heel heights be limited to not over 14/8 
and grading down to 10/8 and provi ded 
the last gives sufficient ball room, the 
mother will be satisfied, and latitude of 
pattern, leather and style desired by the 
child will not encounter the parent’s veto, 
The idea of a separate department for 
this girl who is of advanced type and who 
wants shoes approximating women’s st 
as stated in the previous report, is a 
indorsed. 


JUNIOR BOYS AND BOYS 
Junior Boys (Sizes up to 2) 
Boys (Sizes 2% to 6) 


FOR SCHOOL AND SPORTS WI 


PATTERNS: 
1. Oxfords and moccasin types. 
2. Sports in wing tip types and sad 
effects, with leather and ru 
soles. 


LEATHERS: 

1. Elk. 

2. Grains. 

3. Boarded leathers. 

4. Combinations of elk and darker s 
of brown. 

NOTE: Some high shoes, chiefly blucher 

types. Storm shoes according to locality, 

with moccasin types predominating, and 

as high as possible. 


FOR DRESS OCCASIONS 


PATTERNS: 
Oxford types. 


LEATHERS: 

1. Brown calf. 

2. Black calf. 

3. Patent leathers. 

NOTE: Boys’ shoes carrying the same 
details should be bought in sizes 6Y2 to 8, 
particularly in broad toes, as im a good 
many cases the boy wearing a size % 
jumps to a 6%, requiring the same id: 
cal shoe. This should be given a lot of 
consideration. 


} 
yies 
ain 


ade 


Factories in Auburn, Maine, 
Busy 


AuBURN, Me.—The Ault-Williamson 
Shoe Company and the Ault-Shackford 
Shoe Company plants are running to 
extreme capacity, cutting and finishing 
3500 pairs daily. The executives of 
these sister organizations report in- 
creasing interest in and demand for 
both turns and welts, in both the com- 
fort and style lines. This condition 
they attribute partly to the coordinated 
lasts and patterns system adopted for 
both lines. 


Improvements Completed at 
John Gerber Co. 


MEMPHIS, TENN. (UTPS)—The Jolin 
Gerber Co. has completed the addition 
of a fifth floor, an entire new front 
along North Main at Court Ave. and 
the addition of a store house formerly 
occupied by McCrory on the south side. 
The store, founded more than fifty 
years ago, carries an extensive shoe 
department for women and_ chil- 
dren. These improvements cost about 
$300,000. 
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2 EE Re ae 


COQUETTE—In Stock 


~ VANDUSEN—In Stock 
Square Throat—20 Last—20/8 Heel 


. Bout rhe ig + Heel 
. ‘ — No. 2400—White Kid, A Last 
No. 2300—White Kid $ 


$4.25 
No. 3200—Black Mat Kid, BO Taat...<0 4.00 
No. 3000—Black Satin, 2 
AAA to C—2% to 8 


AAA to C—2% to 8 


WHITE KID + + IN STOCK 


TRELLIS— This group of pumps—in stock— ss VIVIAN— 
In Stock ready for immediate delivery, offers . In Stock 
unusual values in white kid, pat- 
ent, satin, mat kid and black calf. 
These are light and airy pumps. 
You can cash in with these high 
grade shoes, especially at these 
remarkably low prices. Never 
before have we offered the 
trade such outstanding shoe 
4 values. The materials used are 
Boved See eh $42 of the best quality. The shoe- 
No. 8100—Patent Leather . 


No. 7100—Black Satin 


Round Toe Last No. 22—22/8—48R —— 
; making is of a high stand- 7 ee oe $3. 
No. 9100—Black Calf . 
AA to C-—2% to 8 ard and the lasts are depend 


AAA to C—2% to 8 
able fitters. Don’t lay this \. 
BREEZE— ad aside. Send in your . MADRID— 
In Stock 


order now. We assure you In Stock 
of quick delivery. 


ORDER 
NOW 





TERMS 5% 10 DAYS 
Seuaze Toe Last —, 30— 14/8 Heel F.O.B. ST. LOUIS 
No. 4000—Black Paten $3.60 


Rove Toe Last No. 22—22/8 Heel 
AAA to C— 2% to 8 


o. 8000—Black Patent 
No. 7000—Black Satin 


WOLFF-TOBER SHOE MEG. CO. 


2511 to 2521 SULLIVAN AVE. ST. LOUIS, MO. 


ee ea wee we are wa — 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


a ll el 


IN-STOCK Women’s D’Orsay 


Samgion 
Ly» rsa 4 Pullman Slippers. 


Nationally known. 
SWAN SHOE CO., INC. BALTIMORE, MD. 
Manufacturer 


8 
New York Offce—Room 551, Marbridge Bidg. 





PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesroom 
40-46 West 28th St., New York City 


Wa = 


Migh Grade Turn Mules and D/Orsays 








MEN’S FINE 
HAND TURNED 
SLIPPERS 


Manufactured 
by 
W. S. CHASE & SONS 
Haverhill, Mass. 
Room 501, Statler Bldg. 


Prices from 
$2.15 to $3.50 


Boston Office: 








Soft Sole Slippers 
Colors in Stock 
75c. $1.25 $1.85 

Send For 
Samples 


STAR FOOTWEAR MFG. CO. 
Howard & Norris Sts., Philadelphia 


Pore 


CSaae’ " «IN STOCK 








Ne. 434—Tanp 
Kid Bverett 
8268 


L. B. EVANS’ SON 00., Wakefield, Mass. 
eoccccccevcccoe(.> 











Do You Know? 


That you can buy or sell it through 
the to Buy” column, This 
feature in its quick service is a time 
caver in meeting immediate needs. 














Milwaukee Trade Mourns Ray 
Ripple’s Death 


MILWAUKEE, 
Wis.—In the re- 
cent death of Ray- 
mond J. Ripple, 
the Milwaukee shoe 
trade loses one of 
its most popular 
members. His un- 
timely death fol- 
lowing a fatal at- 
tack of pneumonia 
terminated a busi- 
ness career which 
was devoted entire- 
ly to the shoe busi- 
ness of his father, Reymond J. Ripple 
Joseph L. Ripple, retail merchant at 
1217 Vliet Street. 

Ray Ripple always manifested a keen 
interest in the welfare of his fellow 
shoe merchants, especially in associa- 
tion efforts, where he served as treas- 
urer of both the Wisconsin Shoe Retail- 
ers Association and the Milwaukee Shoe 
Retailers. He was a member of the 
Knights of Columbus and the Holy 
Name Society of St. Michaels Church. 
Interment was in Calvary Cemetery. 


New Shoe Stores in Jackson 


JACKSON, Miss. (UTPS)—The 
Easter season in Jackson was marked 
by the opening of two new stores. 
Franklin’s at 110 West Capitol Street 
had grand sales event Friday and open- 
ing to public previous night. Women’s 
apparel, hosiery and shoes are featured 
here and the shoe department is under 
the management of Mr. Jones. The 
second store, Edward’s, opened on 
Thursday and carries shoes, hosiery, 
and apparel under the management of 
Edward Millstein. 


Employes Insured 


MILWAUKEE, Wis. (UTPS)—The Al- 
bert H. Weinbrenner Company nation- 
ally known manufacturers of shoes has 
insured one hundred sixty-six employees 
in the Prudential Insurance Company 
with a group life insurance protection. 
The total involved is $199,000. The 
workers pay part of the premiums, the 
company assuming the remainder of 
the cost. Each worker is insured in 
amounts ranging from $1,000 to $2,500, 
depending upon the rank or position 
held in the firm. 


Boston Fair Plans Progress 


(CONTINUED FROM PAGE 49) 


announce the various details at a later 
date. 

The management of the Fair is re- 
ceiving splendid cooperation from the 
railroad and steamship lines of the 
United States in advertising the event; 
and while there will be no _ special 
tercentenary celebration rate, shoe re- 
tailers and others who reside at points 
from which the regular summer excur- 
sion rate to Marblehead, Mass., is avail- 
able can take advantage of this. The 
management of the Fair will arrange 
to look after the validation of these 
round-trip excursion tickets without 
obliging the holders to go to Marble- 
head itself. Boston not being officially 
a vacation resort in the view of the 
railroads, these tickets are not issued 
to that city itself. 
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Peacock Opens New Store 


St. Louis—The new Peacock Sho 
Shop opened April 15 at 815 Locust § 
Both the interior and exterior of the 
building have been completely ro. 
modeled. Its new facade adds another 
attractive entrance to an imposing block 
of retail shoe stores which include the 
new I. Miller store and the Vanity Boot 
Shop. 

The exterior is black glass trimmed 
and ornamented in chromium plated 
designs. The word “Peacock” in |: 
enamel letters surmounted by chr 
ium plated frames greets the passer-by 
The shoe stock is concealed behind 
panels in the rear of the store. 
interior is of French design and 
furnishings and fixtures are h 
ornamental in effect. A commoii 
lounging room with writing desk: 
telephones is provided and there is 
ladies’ rest room where maid s 
is available. Allen T. Francis 
Foster M. Gibson are the owners. 


Style Takes Middle Path 


[CONTINUED FROM PAGE 35] 


tion of gloves, belts, socks, garters and 
particularly spats and any leather 
items that might lead a man into a 
shoe store more than once or twice a 
year. His observations were — never 
had a shoe store tried to sell him a 
second pair at the one sitting, when 
that clerk had a customer at his mercy 
with his shoe off and had fitted him to 
the correct size, last and measurement. 
He emphasized and reemphasized this 
point and gave particular stress to the 
necessity of blending a man’s shoes 
with his costume and for every store 
to ask the customer: “What suit are 
you going to wear these shoes with?” 
He wound up with the axiom: “As the 
suit goes so goes the shoe.” 

No styles meeting is complete with- 
out Jesse Adler. He said in part: 

“Style in my opinion is the first and 
foremost argument to advance in <ell- 
ing shoes. The price appeal will move 
only a man’s sense of economy— but 
the style appeal reaches his vanity. 
And if you can reach a man’s vanity 
you’ve hit the heel of Achilles in his 
make-up, his vulnerable point.” 

The first public appearance of Mid- 
night Mose and his Quartette from the 
Shoe Men’s Special was given rendition 
by the Men’s Shoe Campaign. 

During the luncheon, two guests 
from Paris were presented—Marquise 
Vahdah de Bonis and Madame Julia 
Beauregard. President A. H. Geuting 
of the National Shoe Retailers Assoc ia- 
tion called for a greater price liberty 
in all footwear and advocated a grad- 
ing up in the appreciation of shoes by 
the merchant and the public if the en- 
tire industry was to continue success- 
ful. It was left for Everit B. Terhune, 
publisher of the Boot AND SHOE [trE- 
CORDER, to give a witty interpretation 
of efficiency and to indicate that ev: 
thing in the category of style 
voiced in fashion opinion but wiiat 
really sold was the goods that were 
backed up by the conviction of the tan- 
ner, manufacturer and retailer that 
they were stylefully salable. 

The entire afternoon was spent in 
the battle of terminology and the final 
results are shown in the official sty!°s 
report presented on the following pags. 


was 
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Tom Harding 


United States US) Rubber Company 











“I DON’T CARE— 
they left my Keds.” 


This is one of the humorous cuts which 
is illustrated in a new booklet entitled 
“We Can Bring Profits to You.” This 
book, produced and distributed by the 
makers of Keds, contains not only a 
splendid variety of electros for Keds 
dealers to use in their local advertising, 
but also many suggestions and ideas for 
merchandising and selling plans. 


Is Young America 
Interested in Athletics ? 


All of us know that Young America has 
gone sports crazy. The stadiums that 
are being built for football, the crowds 
that attend athletic contests of different 
sorts are definite proof. A questionnaire 
recently sent out to high school boys in 
different sections of the country showed 
that they have gone in for about every 
possible kind of sports. 


You do not have to be a sporting goods 
dealer to talk their sports language. 
Through Keds you can get acquainted 
with the young people in your neighbor- 
hood and learn the sports they are in- 
terested in—you can have them coming 
to your store by showing that you are 
interested in their doings. 


, 





Molded soles are a very popular 
type of canvas rubber-soled shoes 
among boys. The Keds Sprinter, 
shown above, has one of the most 
attractive molded sole designs 
presented for 1930. Boys every- 
where have given it their approval 
not only because of its rugged sole 
but because of its general attrac- 
tiveness and all-around usefulness. 














Youngsters have always been very en- 
thusiastic about the Keds Handbook of 
Sports, but the demand for the 1930 edi- 
tion has been heavier than any other 
year. 


Retailers know how popular this book 
on sports, games and camping is among 
children. According to the letters re- 
ceived many children have kept a com- 
plete library of Keds Handbooks since 
they were first published back in 1923. 


This booklet is an exclusive feature with 
Keds dealers. 


A New Type of Human 
Interest Campaign 


An entirely new thought for canvas rub- 
ber-soled shoe advertising is being used 
in the 1930 Keds campaign by the United 
States Rubber Company. Fifty pedi- 
greed wired-haired fox terriers are being 
offered as prizes in a nation-wide essay 
contest, open to all children under fifteen 
years of age (except children of em- 
ployees of the company.) 


The campaign is tied up very definitely 
with Keds dealers, because the children 
must secure their entry blanks from their 
local dealer, and in the fall the prize 
winners will be announced, not in the 
usual way through magazine advertise- 
ments, but through announcement posters 


in the dealers’ stores. 


The contest has been open only a very 
few weeks, but already the response has 
been wonderful. All over the country 
children are going to their Keds dealers 
asking for entry blanks. This gives the 
shoe retailers a splendid opportunity to 
get better acquainted with their juvenile 
trade, and also to build a fine mailing list. 


If you have not yet received all the de- 
tails of this extremely interesting con- 
test you can do so by getting in touch 
with your local United States Rubber 
Company representative. 


a 


The bare statement that a line is popular is not enough. 


You must know that there is a definite demand for it—that it will move off your shelves. 


Keds have that demand. 
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Keds are asked for by name more than any other canvas rubber-soled shoe 
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WHERE TO BUY 
Children’s Slippers 
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“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 








Approved by Medical Men 


a fully ventilated ‘ 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. 
m surgeons 
mend its use. 


Burkley Shoe Co. 
1156 No. Main St. 
Brockton, Mass. 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
828 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 











WHERE TO BUY 
Athletic Shoes 


€@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
Write cates for complete 
catalog of ATHCO Ath- 
letic Shoes. 


WHERE TO BUY 


Store Fixtures 


NEW GOODWIN CATALOG 


of SHO! RES 


NI 
ATIONS 


STOR} 


ind STORE INS] 


FI 
ALI 








Selling Shoes by a Plan 


(CONTINUED FROM PAGE 45) 


own. Perhaps he may get a thought 
here and there as to how he can im- 
prove his system, but it is not to be 
expected that this precise Byck system 
will fit all kinds of stores. This one 
is the result of forty years’ work. It 
has seen many changes and will prob- 
ably see many more. Such charts and 
blank records as we use are the com- 
mon everyday variety that every sta- 
tionery store sells. 

My experience has been that records 
and systems are necessary arrange- 
ments by individuals to suit their needs 
as they see it. You can only get help 
from others by taking from their sys- 
tem, the things you find good for your 
own purpose. 

To get the dope that is necessary to 
regulate buying allowances, a form 
similar to the one marked No. 1 is 
used. This form is gotten out weekly. 
It tells the exact standing of stock, 
profits, ete. It will be seen later how 
we use this slip to figure our stocks, 
orders outstanding and profits, that is 
necessary to determine the buying 
allowance. 

Form No. 2 is the beginning of the 
working plan. In the columns marked 
“Last Year’s Sales” are set down the 
figures done each month for the last 
year. For the estimated sales, you put 
down what you are planning to do in 
that department for the current months. 
A healthy business should increase 10 
per cent, and, as the buying allowance 
is figured on these estimated sales, it 
is a good idea to give them a 10 per 
cent leeway, in order to allow the man- 
agers to be prepared with merchandise 
for legitimate increase. 

It will be seen that if February, 1929 
sales were $7,930, and we bought for 
a 10 per cent increase, the estimated 
sales would be $8,723. As a matter of 
fact, the sales in this department were 
$8,072—a loss of $651. (Losses are 
noted in red, gains in black ink, on the 
third line of the chart.) Of course we 
do not-know what we will sell for 
March, but have prepared to sell $8,560, 
according to plans. 

Take $8,723 and subtract $8,702; this 
means we merchandise to sell $681 more 
than we actually did, so we’re $681 
short in sales. Now in March, we were 
due to sell $8,560, and actually sold 
$8,495, so are only $62 short in sales 
of getting what was planned in Janu- 
ary. These figures have a rather start- 
ling effect from their accuracy. 

Some fast developing departments are 
figured on a 25 per cent gain, while the 
more conservative ones are down to 
the low level of a 10 per cent yearly 
gain. Net profits are not sacrificed to 
get volume. We are not gamblers, but 
are willing to do anything fundament- 
ally sound. 

It is evident that to do $10,000 worth 
of business, one must have merchandise, 
the selling price of which equals $10,- 
000. If you are figuring 53 per cent 
on the selling price for your profit, the 
$10,000 business will necessitate about 
$6,666 worth of merchandise at cost. 
So, if your estimated sales are placed 
at $10,000, the figure that goes in the 
column marked Buying Allowance will 
be $6,666. This figure is derived by 
multiplying your estimated sales by the 


complement of your profit. 

words, if you are making 33 
profit, you multiply your estimate 
sales by 66% per cent to get your buy. 
ing allowance. 

Working that out for the six months, 
you have a total of your buying alloy. 
ance for the season, provided the de. 
partment does exactly the sales esti. 
mated. This is very rarely the case 
as it will either fall behind or go ahead. 
Therefore, the buying allowance mus 
be regulated accordingly. That is don 
in this way: At the end of each month, 
you will put down the actual sales jp 
the column designated for it. You they 
put down the gain or loss made in that 
department, over or under the estimated 
sales. The figure you then have is the 
selling price and must be reducid to 
cost. You do this by multiplying by 
the same complement that you did in 
figuring the original buying allowance, 
That figure you must either add or sub. 
tract from the original buying allow. 
ance, and put the result in the bottom 
column. This figure is the true buying 
allowance for the month. 

Of course you can’t follow these fig- 
ures exactly month by month, as the de- 
partment manager must have a peak of 
stock. That peak must literally borrow 
buying allowances from the months 
ahead, where he knows he will not use 
up his entire allowance. In other words, 
managers buy very little in July or the 
latter part of June, as they use this 
time for cleanup of the stock on hand. 
So they can take the buying allowance 
of July and part of the buying allow- 
ance of June and use them to make their 
peak of stock sometime in April or May. 
It is a good idea for the man who is 
regulating the purchases, to keep a cer- 
tain amount of money held back until 
the last possible buying moment, to take 
care of any unforeseen losses. 

The wisdom of this will be seen the 
first time a department manager )uys 
his entire stock in the middle of the 
season, then in the last few months, 
there is a very unlooked for drop in 
business. The store is there holding the 
bag with an overbalanced stock, while 
the buyer is “‘very sorry.” If he had 
bought from hand to mouth, the busi- 
ness drop would not have caught him 
unawares. It would have been possible 
to close down on his buying allowance in 
accordance with the business done, so 
in stocktaking time he would not be in 
the soup with a lot of old, unsalable 
merchandise. 

There is one other thing in connection 
with Form No. 2. You see at the top 
the word “capital.” Put down there the 
figure you want the department to in 
ventory at stocktaking time. Directly 
under it goes the actual inventory. The 
difference, if the actual is higher than 
the wanted, must be subtracted from 
the buying allowance that you figure 
from your estimated sales. It is best to 
prorate this difference over a six- 
months’ time, so that no one month 1 
affected too materially. Of course, 
the actual inventory is too high at pr 
ent, so that it will be impossible to 
it down to where it should be in 
month, do not try to jeopardize t 
season’s business by cutting down ‘ 





buying allowance to a point where 
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To 
Retail 


at 
$ 4.00 


The success of this new creation in sandals has been proven through its accept- 
ance by the most outstanding volume buyers in the national shoe market. 











oe We have added a new factory to our Syndicate which is entirely devoted to the 
se this production of THE TROJAN SANDAL. This super-modern unit of our 





organization insures delivery by the end of May in ample time for your mid- 
summer merchandising if cable orders are received within the next few days. 





Imagine—you place your order with us—we transfer it by cable to our Euro- 
pean factory the very day we receive it, and—WITHIN ONE DAY your 


TROJAN SANDALS are in the process of manufacture. 
THE TROJAN SANDAL may be delivered in all color combinations.—We 


_ suggest: all white, all beige, white and black, white and beige, white and red, 
white and green, beige and white, beige and dark brown, tan with dark brown, 













y tan with white, etc. Minimum lots in 144 pair cases, widths A-C, sizes 3-8. 
¢ th 
vhile To convince you—we are equipped to deliver immediately from New York 
a stock one or more 144-pair cases of THE TROJAN SANDAL in tan with dark 
him brown. 
“4 Through our protection and due to our minimum shipments, wholesalers are enabled to 
$0 merchandise the sandal also. 
able AND DO NOT FORGET 
tion WHEN YOU ARE IN NEW YORK 
op 
the ASK FOR OUR MR. KROTO 





PROMOTERS OF 


Walther focwemehl Roe G.. Inc. 





= PAN EUROPEAN SHOE EXPORT FRUST 
re 101 W. 31st St. ; New York 
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WHERE TO BUY 


Women’s Novelties 
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All leather imported Cszecho Sandals 
72 pair of a color and pattern to each 
case. 

Sample eases of moulded Berta, Sonia and ates. 
also London McKay, can be shipped for your - 

speetion from New York. 
IRWIN W. DAVID, General Manager 
THE R. STERN CO., 80S Fourth Ave., New York 
Direct factory representatives 


oA se Oe 


WHERE TO BUY 


Shoe Ornaments 


64 





MESH BOWS 
ARE NOW 
POPULAR 


4ss’d Styles, Samples on Request 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 











WHERE TO BUY 
Modernistic Display 


Fixtures 


Personalized Service 


To the ever-increasing 

list of shoe organiza- 
tions who have utilized 
our services, we add the 
names of the Joy Bootery 
of Broadway, Jay-Cobbs 
of Fifth Avenue and the 
London Shoe Co. 


Display fetures in glass, 
carved glass, wrought iron, 
bronae, Chrome steel chairs 
and fitting stools — floor 
mirrors. 





METAL ARTCRAFT 
FIXTURE CO., Inc. 
418 W. 41 St. NEW YORK VA 











store will not have the merchandise 
where it is needed. However, it should 
be very easy to reduce a stock $3,000 
or $4,000 a season in a normally, 
healthy department. 

The above paragraph is one of the 
most important things in merchandis- 
ing. For example: if a stock inventory 
is $14,000, and it should be down to 
$10,000, it seems that $4,000 should be 
taken from your buying allowance for 
the season. If the total buying allow- 
ance for that department equals $30,- 
000, and the entire $30,000 is spent and 
did exactly the business estimated, the 
stock would come back the next in- 
ventory time with $14,000. BUT, if the 
$4,000 is deducted that same stock is 
heavy, and if you only spend $26,000 
still keeping your sales down to the 
total estimated, it is very evident the 
stock will come down to the wanted 
$10,000, at the next inventory. Of 
course, if you are running on too little 
stock and think you are hurting your- 
self by starving the department, the 
difference should be added to the allow- 
ance rather than subtracted. - 

On February 1, figure your stock on 
hand, which is for that particular 
month, and your inventory. The next 
column will be blank for the first month, 
as nothing has been sold as yet for the 
new season. “Open orders to date,” 
mean the outstanding orders. The to- 
tal of these three columns is the store’s 
“total liabilities.” 

From the total liabilities must be sub- 
tracted the stock inventory, before the 
figures of how much stock one is able 
to buy at any one particular month is 
determined. Then subtract that figure 
from the total of the buying allowance, 
plus or minus any increase or decrease 
that you have sustained throughout the 
months. Of course, the first month, 
that figure will have to be subtracted 
from the estimated buying allowance, 
as no buying has been done to date. 

Columns on the right are just to list 
the orders as they come in, so that one 
will be better able to judge how the 
manager is buying for his different 
month’s businesses. 

Say, the stock of a store in May, is at 
its peak, or up to $20,000. This figure 
is derived from “Stocks to Date” column 
of Chart No. 1. There has been sold 
during the months of February, March 
and April, goods amounting to $30,000. 
Reduce this figure to cost by multiply- 


ing the same complement used in work. 
ing out the buying allowances. At 33) 
per cent profit makes the cost of that 
merchandise $20,000. Orders outstan. 
ing figure $10,000, therefore your tota| 
liability is $50,000. Subtract your ip. 
ventory, say $14,000, from this figure, 
and the $36,000 it leaves is what mus 
be figured against the buying allow. 
ance. If the original buying allowance 
was $30,000 and increased busines; 
raised it $6,000, one would still haye 
$2,000 to buy the first of May. Each 
month is worked exactly the same way, 
Go back to Form No. 1. The stock to 
date is figured by taking the stock of 
the preceding week, plus the cost of 
the goods received that week, minus the 
sales of that week, reduced to cost. The 
orders outstanding are figured by tak. 
ing the previous week’s orders outsiand- 
ing, plus any purchases made that 
week, minus the cost of merchandise 
received that week. 

A very important book we keep is 
called “Statistician Cost Book.” It is 
very necessary to keep this acciirate, 
as one may have ten pairs of a given 
lot number in stock, costing $7.50. and 
receive 40 pairs that cost $7.60. It is 
intended to run the two numbers to- 
gether in order not to have these ten 
pairs drift into the odds and ends 

Now this is where this book wi!! cut 
down enormous losses, if properly 
worked. The style may be only a little 
different, so will readily move if con- 
solidated with the larger lot. It is 
necessary to know the average cost of 
the fifty pair of shoes of this lot. Mul- 
tiply the ten pairs at $7.50, which will 
be $75.00, then in the same manner you 
will find the 40 pairs at $7.60 cost 
$304.00. Together they total $379.00. 
By dividing this by the total pairs, it 
will show that the average cost of ‘hese 
shoes is $7.58. ‘This is the cost price 
that should be entered in the book. 

Should this style fail to be a seller, 
it may be advisable to give the cost a 
new appraisal, or to take a markdown 
of a dollar a pair. Then change the 
statistician cost to $6.58, and take a 
profit and loss markdown of $1.(0 a 
pair for each number of pairs on hand 
at the time the reduction is made. This 
method gives a constant change in the 
cost prices. It keeps the merchandise 
stock in line with the market, so a store 
will be able to take as near as possible 
} an absolutely correct inventory. 








BUYING ALLOWANCE—CHART 1 


Dept. No. 1 
February 


1927 $6,343 $7,116 $13,459 
1928 7,840 7,485 15,325 
1929 17,930 7,782 15,712 
1930 8,072 8,498 16,570 


To Date June 1 
coum Times 
©~m~ Turnover 

Per Cent of 


17,725 


This department has a peak stock allowance of $15,000. 





CHART 2 


Last Year’s 
Sales 


$7,930 


Month 
February 


Actual 
Loss (— Red) 


Actual 


March 7,782 


Loss 
April 


This Year’s 


Capital Buying 
Investment Allowance 
$15,000 


Estimate 
$8,723 
8,072 
651 
8,560 
8,498 
62 
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18 Months Ago 
ENNA JETTICK MELODIES 


went on the air — to stay 


April 29th, 1930 


inaugurated an additional program— 


ENNA JETTICK SONGBIRD 


also on the air — to stay 


. z 


aa SUMS TM oe SHOES FOR WOMEN — TUNE IN — 
ENNA JETTICK YOU NEED ENNA JETTICK 
MELODIES NO LONGER SONGBIRD 


every Sunday 4 5 3] a @} Me) ¢$ ; every Tuesday 











































evening over THAT YOU evening over 
WJZ HAVE AN WEAF 
and Associated EXPENSIVE and Associated 
Stations Tele)} Stations 



















AAAAA to EEE-Sizes 1 to 12 











Never before, in the history of the shoe industry, did any dealer or- 
ganization receive such efficient, wholehearted cooperation from the 
manufacturer. 


Enna Jettick Shoes, INC. 


Auburn, N. Y. 
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WHERE TO BUY 
Spats 


ra 
Zz 


on 2 


GREATEST SPAT LINE 
OF THE INDUSTRY 
Tatlored just a 


IMPERIAL SPAT MFG. CO 


7 


ittle nicer but priced considerably lower 


DENVER COLO USA 


| 
= 


The world’s finest spat 
—backed by one of the 

test national ad- 
vertising campaigns 


a handsome box. 


Priced to retail 
$1.50 to $5.00 
Write for 


7 samples. 
- 


= 
Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 








Ideal Spats and 
Shoe Ornaments 
Create Custom- 
ers and Confi- 
dence 


are the oldest 

of spats and 

rhinestone shoe orna- 

ments in the Middle 

West selling direct to 
the dealers. 


MANOLIS MFG. CO, 
4248 No. Crawford Ave, 
Chicago, tll. 











CHURCH’S 
Imported LINEN Spats 


in white, grey and tan, also SAILOLOTH 
Deed for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 











WHERE TO BUY 


Dancing Sandals 





For Aesthetic 
Dancing 


IN STOCK 
IN GREY AND 
FAWN. 

4 SIDELINE 


MONEY 
MAKER 


ONLY 








DEPT. C 
KENDALL SHOE COMPANY 
. HAVERHILL, MASS. —_ 





Summer Footwear as Seen from Paris 


(CONTINUED FROM PAGE 43) 


Recently I have seen our old friend 
the snake parading about smart tea 
places, usually with brown cloth, or 
beige fur coats. Baby crocodile is an- 
other of the reptiles in favor for the 
new spring models, in all the dark 
colors, blue, green, brown, and, of 
course, black. Lizard is still being 
ordered by the woman who can afford 
it. It seems that one must own at least 
one pair of lizard shoes as one owns 
an umbrella, in case of need. 

The latest mules are of crépe de 
Chine trimmed with silver or gold kid, 
sometimes both, and are made with 
square toes and high square heels. The 
leather strapped wooden sandals are 
also having a great vogue. All mules 
are trimmed with artificial or silk 
flowers, large enough to cover half the 
vamp. Feather trimming is quite out. 

White kid and black patent combined 
will be smart with black and white 
ensembles for spring and summer 
afternoon wear. Patent combined with 
red, bright blue, or beige, will also be 
worn. Bright blue, light purple and 
bottle green have narrow bands of 
patent around the throat ending in a 
bow design on the vamp; heels are 
black or colored as desired. Dark blue 
kid is combined with blue and white 
cloth, or hand-woven tissue, brown with 
white, or any of the innumerable 
tweeds—if tweed is used it matches 
the suit, hat and bag. 

At present there is a soft silky tis- 
sue, hand woven, that is being made 
in all the pastel, as well as bright 
colors, and trimmed with a slightly 
darker kid, will be the most exclusive 
and smartest shoe for wear with the 
light colored afternoon ensembles of 
the spring and summer. Lightly banded 
with kid this tissue, which has no name 
as yet, makes afternoon models of one- 
straps, pumps and closed sandals, which 
are literally one-straps; tipped with 
brown, dark blue, or green, with back 
quarters of kid, and kid heels, the tis- 
sue toning in with the kid, we have 
morning shoes, which are guaranteed 
to wear forever, or at least as long 
as any kid shoes. 

Three different shades of kid are 
combined in shoes shown by Preziosa: 
dark and bright blue with white in a 
harlequin or patchwork effect. In sil- 
ver lizard the idea is carried out better; 
a center-vamp band running to the 
throat is of gold kid, vamps and quar- 
ters of silver with throat borders pale 
green kid satiné, and a motif on the 
outside vamp, also repeated on the cen- 
ter heel. 

Already there are signs of the mode 
of last year for white antelope oxfords 
with wing-tips and winged quarters of 
black patent or brown calf. The new 
models are slightly different, while the 
idea remains the same. Célia has an 
oxford of this type with vamp and 
vamp-throat cut in one, the eyelets 
bordered by perforated patent which 
runs to and joins the winged tips; 
quarters are Ss white except 
for the perforated band covering the 
heel seam; the heels are of Slack 
patent. 

Baby crocodile is being used by 
Greco for his classic pumps, in natural 
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red-brown, or dyed to match the sports 
suit. A new form of envelope bag in 
matching reptile is shown with the 
shoes. Embroidered and painted crépe 
de Chine is used for evening by this 
house, the embroidery or painted design 
in a darker shade of the same color 
as the crépe de Chine; trimming bands 
and heels are of gold or silver kid. 

Many of the one-straps are closed 
with a small metal buckle at the center; 
for evening the same idea is used with 
a jeweled buckle. 

Fishnet and net openwork stockings 
are the latest cry for evening wear; 
the fishnet, being entirely made by 
hand, are very expensive and, therefore, 
for the moment chic. The net are being 
shown in dark beige for day wear, 
flesh and pearl gray for evening. As 
white and colored combined shoes are 
to be much on view this summer, the 
stocking people are preparing a run 
on flesh and pale beige with white in 
reserve, in case some smart woman 
suddenly decides to wear them. 

There is great preparation for a 
light colored summer, yet up to date all 
the smart restaurants present the 
usual mournful appearance of a dis- 
tinguished funeral. Black is so triste, 
why, oh why will the French women 
make a uniform of it, when there are 
so many lovely colors being offered? 
French women may be the last word in 
chic, but I think the American women 
have more personality. 


Woolf Bros. Have New 
Department 


St. Lours—Woolf Bros. men’s fur- 
nishing store have installed a shoe de- 
partment in their new store opened 
April 11th. The store will be man- 
aged by C. L. Creelman, formerly with 
Al. J. Ruby of Chicago. The store is 
paneled with circassian walnut, with 
walls of imitation stone. The stock is 
concealed behind the panelling. The 
fitting chairs are walnut with red 
morocco upholstering. The floor is 
covered with a maroon carpet. 


Baby Chicks Free with Kiddies’ 
Shoes 


BIRMINGHAM, ALA. (UTPS)—The 
offer of a free baby chicken with each 
pair of children’s shoes sold was made 
recently by G. Barker, manager of the 
shoe department at Schulte-United 
Junior department store. The offer was 
made on Saturday only and was re- 
peated the following Saturday. One 
hundred and twenty-five baby chicks 
were given away the first Saturday. 


Appointed Buyer 


CANTON, OHI0—David E. Border, 
Canton, has been appointed manager 
of the shoe department of Millers, Inc., 
@ women’s apparel and specialty store 
in Canton. He was formerly of Colum- 
bus where he was identified for several 





years with shoe merchandising. 
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ANNOUNCING 


THE PRESENTATION 
OF EARLY FALL MODES 
IN 


‘ 
“JOBo™ SHOES so very smart 
SO VERY SMART REGISTERED TRADE MARK 




















New! Smart! Enchanting! Creations in JoBo Shoes for early Fall selling 
are ready, and are being presented to our clientele at this time. 


Forecasting a large demand for JoBo Shoes prompts us to present this 
line early to insure satisfactory deliveries to our many dealers. 


A beautiful array of fast styles to meet your every requirement in pop- 
ular priced footwear—a wide range of very smart lasts approved by the 
best—with our usual high standard of quality. 


It will be to your advantage to carefully inspect this line at your earliest 
opportunity and see its unusual value—its Style, and its possibilities. 


Wire or write for the presentation of JoBo Shoes—the smartest foot- 
wear ever offered at popular prices. 


A large array of charming styles in JoBo Shoes 
are carried in stock to supply your immediate re- 
quirements. Complete catalog sent on request. 


BARNES \HOE CO 
Branch of (Johansen Bros. Shoe © 


ST. LOUIS, MO. 


Offices and Salesrooms - 3642 Laclede Ave., St. Louis, Mo. 
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WHERE TO BUY 
Ballet Slippers 





Soft Toe 
Turn 
Ballets 

Black Kid 

Expertly Gestoned 


sses 
Women’s Children’s 
50 $1.40 


Lefts and Rights 


In No. 
Stock No. 
H. F. 


100—Regular 


1915 Girard St., Chicago 





WHERE TO BUY 


Barefoot Sandals 





GOLD SEAL BAREFOOT 
SANDALS 


On Approval 


To convince you of the 
superior quality of our 
sandals, we will ship 
sample assortments on 
ten days’ approval for 
your inspection of our 
best sellers in a variety 

of colors and heels. 


Folder on 
request, 


This model 
$21.00 


IN-STOCK ¥ 
All year round \V 


shipped on receipt 
of orders. 


GOLD SEAL, 722 Broadway, N. Y¥. C. 








4 © 


Moser! 


Colo, Tugs 


BEACH SANDALS 


This new shape—so modernistio—is attract- 
ing favorable attention everywhere. Only $38 
a dozen pair fog 53M, illustrated above. 
Other models from $10 to $21. Sample 
pair, of any or all models, sent on request. 


SUNSHINE NOVELTY CO. 
Dep't. A, 530 B’way, New York City 








® ® 





WHERE TO BUY 
W ork Shoes 


Goodwill Shoes 


“For Hard Service and LongWear’ 


WD werk and Service Shoes In Seon I 








The Gauge 


of the Wage 


(CONTINUED FROM PAGE 57) 


he’s likely to tell her almost anything 
to make that sale. A hungry stomach 
knows no conscience. 

The straight salary payers disagreed 
with the others about exchanges also. 
They claimed shoes sold slowly and 
carefully were less likely to need ex- 
changing than those sold hurriedly. 
When a commission salesman makes 
an exchange he’s always gruff about it. 
If someone else made the sale original- 
ly it’s a battle, nothing less. 

They admitted the noon hour is a 
problem. But they argued that a man 
will do much better work during the 
afternoon if he takes his time at noon 
and eats a comfortable lunch. Bolting 
a sandwich and rushing back to make 
an extra quarter doesn’t do the man or 
the store any good. 

They insisted that, regardless of any 
theory, men on commission do not de- 
velop much personal trade. Their main 
effort is to get each customer’s money 
quickly and get to the next one. She 
won’t want another pair for three 
months anyway, so why fool with her? 
No sir, Charley was told, careful ser- 
vice, not hustle and bustle, builds up 
personal trade. 

Getting any stock work out of men 
on commission is next to impossible, no 
matter what they say. And commis- 
sion men always push the newest shoes, 
the easiest to sell, leaving the older 
shoes sitting on the shelf. This eventu- 
as | makes heavier mark downs. 

n general, Charley found the better 
stores leaned toward straight salaries 
and the lower priced stores toward com- 
missions. 

Straight salary selling usually costs 
more than commission selling. Well, 
why shouldn’t it, they said, when it pro- 
duces so much higher grade results? 
A good paint job costs more than a 
poor one. Selling is no different. In 
+ long run you get just what you pay 
or. 


‘T HOSE were the arguments Charley 
bumped into. It was plain that the 
stores which tried to see how cheaply 
they could get their shoes sold usually 
succeeded—and they looked it too! 

Some of the better stores even 
boasted mildly about their high selling 
costs. They were proud of their high 
class salesmen just as they were of 
their expensive furniture. 

They insisted that the great selling 
problem is not getting shoes sold cheap- 
ly but getting shoes sold right. If the 
shoe business is to attract and keep 
high class men it must pay high class 
wages. There is no other way. Art 
for art’s sake has no place in business. 

Having considered both systems, 
Bowman and Sons finally worked out 
a combination plan that encouraged the 
boys to sell more shoes, better shoes, 
and older shoes. It also paid them for 
stock work and it recognized the fact 
that some men create more good will 
toward the store than others, even 
though their weekly sales be the same. 

Each man was given a “working” 
salary which varied according to his 
general worth to the store. Thus there 
was a real inducement to keep stock 
well and give customers high class ser- 
vice. 
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Then he was paid a “selling” salary 
as follows: $6 shoes one month old paid 
10 cents a pair, two months old, 15 
cents, three months old, 20 cents, ete, 
$8 shoes one month old paid 15 cents, 
two months old, 20 cents, etc. $10 
shoes one month old paid 20 cents, two 
months old, 25 cents, etc. 

No shoes paid a “selling” salary 
greater than 50 cents, as shown on the 
accompanying chart. A simple method 
of keeping track of the men’s earnings 
is shown there also. This plan was 
not intended to replace P. M’s. It was 
in addition to them. 

In his more enthusiastic mom: 
Charley Bowman claimed this syste 
saved the store more than it cost. 

“For the first time in our history, 
he said, “the boys no longer pounce 
the newest things to show every cus- 
tomer. Instead they keep the older 
shoes cleaned up. The mark downs we 
save pay the ‘selling’ salaries. 

“Don’t forget that when a new shoe 
is sold you have to buy another to take 
its place. When an old shoe is sold it 
does not have to be replaced. The 
money stays in the drawer. 

“Even in staples when a pair has 
been here a few months it never locks 
as fresh as a brand new pair. The 
boys used to shove the old one aside 
and show the new one, but it’s different 
now. 

“Then there’s the mental effect on me 
when I’m buying. If I’m tempted to 
have a lot of shoes come in before we 
need them I know right away it’s going 
to cost us more to sell them. That 
makes me think twice.” 

“There’s no need for all this trouble 
shoe stores have about exchanges 
either,” Charley went on. “In all cases, 
no matter what the reason for the ex- 
change, it should be charged against 
the original salesman, and credit given 
to the man making the exchange. 
That’s all there is to it. It’s the right 
way even if the customer finally keeps 
the pair she brought in to exchange 

“This method presumes all exchanges 
to be the fault of the salesman—and 
that’s very nearly correct. Some men 
have all the exchanges, others have 
very few. It’s all in the way they sell 
them in the first place.” 

Jim Bowman, senior partner, could 
never be quite reconciled to any com- 
mission system or even the paying of 
P. M’s. 

“It’s entirely wrong,” he reasoned, 
“to pay a man something extra to do 
what he knows he should do anyway. 
Just like paying a child to be good; it 
spoils the child. 

“If the men had the interests of the 
store at heart, all we would need do is 
to say, ‘Here, boys, are the shoes we 
want sold. Nothing more should be 
necessary to make them work on those 
particular shoes.” 

“You’d be right, Dad,” Charley 
countered, “except for the human elv- 
ment in our human sales force. Mora'e 
is a glorious thing, but remember thi-: 
There is no morale like that inspir 
by making good money. 

“T’ll admit that the boys should s:!! 
the old shoes. But we have a duty ‘o 
the men just as they have a duty to us. 

[TURN TO PAGE 96, PLEASE] 
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IN STOCK 


Genuine Reptilians 


In Beige Snake and Grey Watersnake 








You can get these shoes at once and your customers will 


buy them as soon as they see them. Send us your order today. 


“FLARE” 
Special Process 


20/8 Heel 
B-342—Genuine Beige Snake....$7.00 


-494— Genuine G Wat ke 7.00 eas : 
- en ee See page 74 for additional Menihan In-Stock Styles 








NOTE: You should be receiving our weekly In-Stock Catalog of 
newest and most up-to-date styles. Mail your order today and we'll 
put you on our mailing list. 


Terms Net 30 Days 
Twenty-five cents additional for orders 


THE MENIHAN COMPANY 


In-Stock Department 
Cleveland Office 


on ROCHESTER, N. Y., U. S. A. . liaiealidli 
Makers of Menihan Arch-Aid Shoes eee ~ eee 


Henry Hore. 
WwW. A. BARNEY 











Detroit Office 
DerroiT-LELAND Hore. 
0. G. SELLERS 








New York Office New England Office San Francisco Office Los Angeles Office 
846 MARBRIDGE BLDa. Draper Hore. PLaza Hore: 111 Kast 8TH ST. 

B. W. MOYLAN NORTHAMPTON, Mass. H. 8. KUSHINS ©. B. VAN DP GRIFT 
BLLIOTT LA MONTAGNE 


Chicago Office 
MAJESTIC HOTEL 
F. J. SATEK 











IMPORTED 
SANDALS 


LOW IN PRICE 


HIGH 
IN QUALITY 


TRUE IN VALUE 





REAL SANDAL 
COMFORT 





NORMA 


Sand and White $3.10 
White and Patent $3.35 


Moulded Sole, 13/8 Cuban Heel 
McKay 13/8 Cuban Heel 


All Tan, $2.75 


Tan and Brown, Tan and Blue 
$2.85, All White $2.95 


Sizes 3-8 ie os - ett 
oe ie ee Popularly priced 

All Leather entire- for Real Markup. 

ly Hand-Woven. ORDER NOW. 

TEDDY 
> — Brown and Beige 
Choice territories Child’s, 81%4-11, $1.65 Misses, 1114-2, $1.85 FOR IMMEDIATE 
DELIVERY 


open for represen- White and Black 
tation. Child’s, $1.80 Misses, $2.00 


CHERKO BRAIDED SANDAL CORP. 
303 FOURTH AVE.. N.Y. C€. 
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WHERE TO BUY 
Ballet Slippers 












Rights and Lefts 

Two Grades 
Wom. Miss. Chi. 
$! 


50 $1.45 $1.40 _. 
35 1.30 1.2 4 


In Stock 


325 West Monroe Chicago, Ill. 








BALLET SLIPPERS—IN STOCK 


4 of the unusual kind 
B102 Bik. Kid Hand Turn 
Soft Toe 
- Child’s 6 to 11—$1.35 
Misses 11% to2— 1.40 
Women’s 2 4% to8— 1.45 
Also Hard Toes 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CoO., INC. 
147 Duane Street, 
New York City 





A 














WHERE TO BUY 


Dancing Taps 


















Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. Ar 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 


5177 Casper Avenue, Eagle Rock 
Los Angeles, California 








TAP SHOES 
Black Kid $185 





No. 9785 
Patent 
Leather 
$2.35 
TAPS 
. Per Pr. 





BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phila., Pa. 
















Conditions in Europe 


Pictured by H. C. Keith 


BRocKTON, Mass.—Back from an ex- 
tensive tour of Europe, where he spent 
considerable time investigating condi- 
tions in Czecho-Slovakia, Harold C. 
Keith, head of the Geo. E. Keith Com- 
pany, and president of the National 
Boot and Shoe Manufacturers’ Associa- 
tion, expressed himself as tremendously 
impressed by the modern manufactur- 
ing methods employed in the Thomas 
Bata factories and marvelled at the 
quality of workmanship considering the 
prices charged. Mr. Keith was accom- 
panied abroad by Carleton R. Blades, 
transportation manager of the com- 


pany. 

In Italy Mr. Keith found business 
conditions good, but in Austria and 
Germany the reverse was the rule. In 
Germany large tanneries were visited, 
and they were found to be modern and 
produce a fine grade of leather. In 
Berlin he found the shoe industry in 
poor condition, with many failures and 
the government expected to consider a 
tariff on shoes. 

In Paris conditions were found to be 
reasonably good in both the shoe and 
leather industry. In London conditions 
were found to be unsatisfactory, with a 
great number in the shoe industry as 
well as in other trades unemployed. 





Delman Selects Agencies 
in Principal Cities 


NEw York, N. Y.—Delman, Inc., have 
so expanded production facilities that 
they are now able to open agencies in 
a few principal cities and are selecting 
proper outlets for their shoes. Many 
outstanding houses have already taken 
Delman agencies. Delman shoes are 
hand made—every pair being made in 
Delman’s own workrooms. ; 

Delman has adhered to the policy of 
having its shoes obtainable at only one 
house in a city. Delman’s own shoe 
salon serves New York City. 


The Gauge of the Wage 


[CONTINUED FROM PAGE 94] 





Our duty is to pay more money to the 
man who day by day comes nearer 
doing his whole duty to us. 

“The P. M. and commission system 
is merely an accurate method of de- 
termining how well each man is doing 
that duty.” 

“But P.M’s. encourage a man to 
push a shoe off on a customer whether 
it’s right or not,” his father argued. 

“Let’s look a little farther though,” 
Charley answered. “Every single pair 
we buy must be sold some time. The 
longer it stays here the more pushing 
it takes to sell it. Therefore—and 
here’s the point—if a shoe has been 
here three months and we P.M. it, it’s 
much more likely to be sold right than 
if we just let it sit here till it’s six or 
eight months old. 

“P.M’s., properly applied, are meant 
to prevent shoes from getting so old 
they lose their ‘rightness.’ 

“Looking at it that pay P.M.’s are a 
blessing to the consumer too. In the 
long run anything that makes for bet- 
ter merchandising is a good thing for 
the community. But, like any other 
phase of our business, P.M’s. require 





sensible application and intelligent su- 
pervision to accomplish good results.” 
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The Business Crime Court 
(CONTINUED FROM PAGE 47) 


advantage of your vendor’s credit in 
opposition to legal right and against 
the dictates of your conscience. 

“Charles Green I am about to pass 
sentence upon you.” 

A slight murmur ran through the 
Court, which, however was quickly 
suppressed when Judge Braddock used 
his gavel and then asked, “Is the pris- 
oner’s wife in Court?” 

pleasant, quiet-appearing woman 
with eyes that twinkled with good 
humour and good nature rose. Jude 
Braddock addressed her. 

“The Court would like to know, Mrs. 
Green, if your husband, the prisoner 
gives you a regular housekeeping allow 
ance?” 

“Yes, your Honor, every week .. . 
and he’s a good husband and father.” 

“Ts the allowance enough?” 

“T can manage, your Honor.” 

“Judge Braddock again used his 
gavel to halt the excited murmurings 
that were running through the court 
room. He then pronounced one of his 
characteristic sentences. 

“Charles Green, the Court orders 
you to sell your real estate as soon as 
it can be done without loss to your in- 
vestment or hazard to your continued 
tenancy. 

“Until such time as you do this the 
Court is determined that you shall 
know what it means to use money for 
other purposes than those intended.” 

Turning to the wife the Judge ad- 
dressed her. 

“Mrs. Green, the Court orders you 
to take ten per cent of your house- 
keeping allowance every week and 
spend it on things for your own per- 
sonal pleasure and adornment. You 
will however, purchase for your house- 
keeping in your regular way.” 

Bowing ever so slightly at Mrs. 
Green, who smiled at the judge in a 
pleased yet bewildered manner, Judge 
Braddock turned to the prisoner and 
said sternly: 

“You, Charles Green, shall make up 
this deficit out of money you now 
spend on yourself for cigars and othe: 
personal indulgences. This penalty 
shall remain in force until the property 
is disposed of. At that time the Cour: 
order will be revoked and status quo 
reinstated.” 

Judge Braddock closed the Cour’ 
amid the suppressed yet gleeful clap- 
ping by all the women present and ami(! 
the unsuppressed groan of dismay from 
the men, as the fainting prisoner wa 
helped out of the courtroom. 


’ 





New Grover Firm 


STronEHAM, Mass.—J. J. Grover Sho: 
Co. has been formed with Fred A 
Morey as president and treasurer 
James H. Grover as vice-president an 
Lyndon V. Grover as secretary. All 
were with the old firm of J. J. Grover’ 
Sons Co. Mr. Morey is sales manage! 
of the new firm and Lyndon V. Grover 
is factory manager. The new concern 
is making welt and turn shoes for wom 
en in the factory at 430 Main Street 
Stoneham. 
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The scene is your store. The time—October 
or November 1930. Enter a man to buy a pair 
shoes. The “plot” is to make as large a sale as 
possible consistent with the customer's interests. 

He has bought the shoes. The appearance 
of his feet is uppermost in his mind. He is ripe 
for a suggestion that Spats will make his hap- 
piness complete. It will surprise you the number 
of times the customer will follow the sudges- 


‘ion. He knows that Spats are “in”, that they 


a 
Standare 
A -_ 


S P 
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This illustration, 
by one of Amer- 
ica’s foremost 
Style artists,is 
taken from one 
of the advertise- 
ments that will 
appear in leading 
national maga- 
zines during the 
Fall and Winter. 
This year's 
“Standard’’ cam- 
paign will be the 
largest advertis- 
ing campaign for 
Spats thathasever 
been run. 


are no longer reserved for the “ultra ultras”. He 
has had an inward desire to wear them. You 
have helped him to break the ice—when in the 
natural course of events he needs more you will 
éet the business. 

It is not too soon to train your shoe salesmen 
to sell Spats with every pair of low shoes. There 
is only one sequel to this story —to make sure that 


the Spats you recommend are right—in style, 


vv . 
FIT and wear—carry “STANDARD” Spats. 


S. RAUH & COMPANY 


~ 650 SIXTH AVENUE, NEW YORK 
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MORE FOR YOURE 


Our monthly display card service with price tickets not only gives the alert merchant more 
for each dollar invested, but supplies him with an attractive series of display cards timed 
each month to meet his window trim requirements. 

Window displays without cards are similar to holding a shoe in your hand before the cus- 
tomer, but saying no word about its Quality, Style, or Fit. 

We save you time in making your price tags. Monthly card subscribers are supplied with 
price tags each month to match the display card sales messages. 


FREE PRICE TICKETS 


are supplied with our monthly window card service. We supply with monthly service No. 1 and 2 
100 blank tickets printed on stock to harmonize with each month’s card service (or with hand-lettered 
prices imprinted—50c per month additional) . 





Price Tickets—In Stock Miniature Name Tags 
A new price tag each month—Samples on request— of materials, shoes and hosiery 
24 Doz., $4.00; 12 Doz., $2.25; 6 Doz., $1.25 50c a Doz.; 12 Doz., $3.00 














NOW READY 
MAY CARDS 


(3 Colors—Purple—Pink—Black) 
—7 x 12 


SINGLE SHOW ¢ 
CARDS = 


(Either with or without text) 


Check With Order, Above illustrates one of 


Please the May  cards—dainty, 
are a board, Z 
. water color imprint, purple 
Select any subject below by number —white, text in black 
(Price tags duplicate of 


above) 
TEXT OF MAY CARDS 








WOMEN: 


May ee ae dec 1—Imported woven sandals—They fit with featherlike comfort. 


: be j : 2—Reptiles achieve new importance in these street models. 
6 to in Vogue this a 3—“Pastels” says France. We tint to match dainty spring frocks. 
spring? ’ 4—The dance—on with it—and on and on—evening slippers. 


MEN: 





5—For the Brown Suit the wing tipped oxford—in brown calf. 
6—For the Blue-Gray Suit formal type oxford is smart. 


GENERAL: 


7—We are foot specialists. We dress and fit your foot correctly. 

8—Pride of appearance fully justified in these new shoes. 

9—Our satisfied “repeat” customers build our reputation. 

10—For the participator and the spectator—Sport Shoes—comfortable, 
colorful and smart. 

11—To your eye Style—to your purse Value. These have both. 

Above shows our modernistic card holders, 12—Build from the ground up your spring ensemble with smart shoes. 


gold with black trim (3-color festoon base CHILDREN: 


between frame and plateau); enhance the 13—Play days are here again—Sturdy Shoes designed to protect the grow- 
beauty of your window cards—harmonize ing foot. 


with the finest of window display fixtures HOSIERY: 

















14—Chiffon hosiery exquisite in shade and weave—moderately priced. 
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MISPLAY DOLLARS 





Service 12 hand designed cards each month, each with different sales mes- 
No. 1 sages, printed in attractive colors, size 7 x 11 inches; with 100 
$ 5° blank price tickets to harmonize with service cards each month (or 





with prices imprinted, selection of prices as wanted, 50c. per month 
additional). Also 6 card holders with first month's service. 










Service 






No. 2 8 cards No. 3 6 cards 
$ 4° 100 blank price tickets $300 50 blank price tickets 
4 card holders 2 card holders 






Monthly 







Added Features 


Exchange of Cards 





“Store Window Bulletin” 







offers merchandising and display suggestions The privilege of exchange of current month’s 
each month. cards is available to annual card service members 
who may find listed card texts (abbreviated on 

Special Cards page opposite because of space requirements) 
to meet some individual store need. which better cover their merchandising program. 






COUPON 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, Iil. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of ————cards, each month and 
art card holders, with the first month’s 
service, beginning with cards for May for 


which we will pay $———— per year, payable 


Additional Card Holders 
supplied at nominal charge. 




































The Stand-up Ticket 
All Regular and Clearance Sale Prices. 


Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 








$—— th. 
6-doz. odd lot For cash 4 bose full year’s service, 5% dis- 
assortment $1.10 peste y : 


12 doz.—$2.00 
24 doz.—$3.50 
12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 
1 doz. of one price 15c 


(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets:— 


$ — —— — F— 


Store Name 





Comes in either Orange or Olive Cash or stamps with 
Green Border—Black Figures order 
(Actual Size) 


on 





s 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 
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Business 


CONNECTICUT — South Manchester — Bone- 
lighe Carini (35 Oak ae boots, shoes, etc.; 
reported selling or sold out. 

ILLINOIS — Chicago — Brenner Bros. 
Cottage Grove Ave.); boots, shoes, etc.; 
nership dissolved; succeeded by Brenner Bros., 
Inc. 

Albert Sosin; boots and shoes; removed to 
Valparaiso, Ind. 

ILLINOIS — Mount Vernon — R. Rosenblum ; 
boots, shoes, etc.; reported sold or closed out 
business. 

MASSACHUSETTS — Stoneham — Channing 
Shoe Co.; manufacturers; name changed to 
J. J. Grover Shoe Co. 

a ge agg eae ie oy Bros., 
boots, shoes, etc.; inc. authorized capital $5. 000, 

NEW JERSEY—Newark—Zaltz Shoes, Inc. 
(790 Broad St.) ; boots and shoes; inc. author- 
ized capital $125,000. 

NEW YORK — Brooklyn — Joseph Grolman 


( 9235 


Kous INESS 
AROMETER 


Changes 


(1858 Coney Island Ave.); boots and shoes ; 
reported sold or closed out business. 

Noumoff & Berg Shoe Co., Inc.; boots 
shoes; inc. authorized capital $20,000. 

NEW YORK—New York City—Coward Shoe 
Co.; incorporated. 

New York City—Julius Grossman 
Corp.; boots and shoes; incorpora’ 

Kulfan & Agresi, Inc.; boots and shoes; 
authorized capital $10,000. 

Suffern—J. & J. Shulman; boots, shoes, etc. ; 
reported sold or closed out business. 

SOUTH DAKOTA—Rapid City—E. C. Olson 
Co.; boots, shoes, ete.; reported sold or closed 
out business. 

WISCONSIN—Beloit—George Bros. Shoes 
Furnishings, Inc.; boots, shoes, etc.; inc. 
thorized capital $10,000. 

Milwaukee—Daniel Weishaupt (2319 Fond Du 
Lac Ave.); boots and shoes; repo’ sold or 
closed out business. 


and 


Stores 


inc. 





Failures, Embarrassments, Etc. 


DISTRICT OF COLUMBIA — Washington — 
T. E monston, Inc. (1210 G St., N. W.); 
boots, shoes, etc.; reported petition. in bank- 
ruptcy; reported receiver appointed. 

GEORGIA—Savannah—I. Center; boots, shoes, 
etc.; reported called meeting of creditors for 
April 29. 

IDAHO—Boise—E. E. Gerard (Gerard’s Boot- 
ery); boots and shoes; reported assigned. 

ILLINOIS — Berwyn — Joseph Berdyck (6512 
Roosevelt Road); boots, shoes, etc.; reported 
petition in bankruptcy. 

Carlisle—Edward G. Heitmeier; boots and 
shoes ; reported petition in bankruptcy. 

ILLINOIS—Chicago—S. Caplan & Son (Her- 
man E. Caplan) (1936 W. Chicago Ave.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

MASSACHUSETTS—Brockton—Robert Leon- 
ard Co. (also Lawrence, Mass., and Pawtucket, 
R. I1.); boots, shoes, leather goods, etc.; re- 
ported petition in bankruptcy. 

Clinton—John J. Cunnis (Alexander & Cun- 
nis); boots and shoes; reported assigned. 
Guus bas tee ae Bros. (10650 West 

en Ave. oots ite. ; ad 
tion in bankruptcy. a or 

NEW JERSEY — Camden — Morris Schwartz 
(“Economy Shoe Store’) (2511 Federal St.); 
boots and shoes; reported offering to compro- 
mise at 20 per cent. 

Newark—Kartch’s, Inc. ; 


boots, shoes, etc.; re- 
Ported receiver appointed. 


NEW YORK — Brooklyn — Mittleman Bros. 
(“Fit-Rite Shoe Store”) (222 and 247 Columbia 
St.) ; boots and shoes; reported called meeting 
of creditors for April 24. 

NEW YORK—Buffalo—Main Shoe & 
Co.; boots and shoes; reported assigned. 

Flushing — Benjamin Rosenfeld; boots and 
shoes; reported offering to compromise at 35 
per cent. 

New York City—Gerson & Stiles, Inc.; shoe 
manufacturers; reported offering to compromise 
at 27% per cent. 

New York City—Abe Glick (41 Ave. D) ; boots 
and shoes; reported assigned. 

Port Richmond—Boyd & Hill (155 Richmond 
Ave.) ; boots and shoes; reported called meeting 
of creditors for April 24. 

NORTH CAROLINA—Enfield—Thigpen-Kim- 
ball Shoe Store, Inc.; boots and shoes; reported 
assigned. 

NORTH DAKOTA—Casselton—Ruby M. Gib- 
son; boots, shoes, etc.; reported petition in 
bankruptcy. 

OHIO—Springfield—D. Sachs (Kirby’s Cut 
Rate Store) (33 S. Limestone St.); boots and 
shoes; reported petition in bankruptcy. 

Toledo—S. E. Newkirk; boots, shoes, etc.; re- 
ported petition in bankruptcy; pon me re- 
ceiver appoint 

RHODE ISLAND—Providence—Alexander Ep- 
stein (Ervin’s) (294 Atwells Ave.); reported 
assigned. 


Repair 





New Shoe Dealers 


Blytheville, Ark.—New Dixie Store Co., Inc. 
Kearney, Neb.—Kaufman & Werner. 
Stuttgart, Ark.—The Timberlake Co. 


Belle Center, Ohio—Fred Shellenberger, Main 
and Elizabeth Sts. 


David City, Neb.—Jack Harper. 
Coudersport, Pa.—J. C. Penney Co. 


Jamestown, N. Y.—J. C. Penney Co., 310-14 
N. Main St. 


Urbana, Ohio—J. C. Penney Co. (soon). 

Coldwater, Kan.—J. C. Penney Co. 

Phoenix, Ariz.— Ratner’s, 30 W. Washing- 
ton St. 

Menasha, Wis.—Sears, Roebuck & Co. 

Albion, Mich.—J. C. Penney Co. 

Greenville, N. C.—J. C. Penney Co. 

Hollywood, Cal.—J. J. Newberry Co., 
Hollywood Blvd. 

Litchfield, I11—J. J. Newberry Co. 


6606 


(soon). 


McAdoo, Pa.—J. J. Newberry Co., O’Lear 
Bldg. 

Clarksburg, W. Va.—J. H. Kaplan, Main Ave. 

Etowah, Tenn.—The Peoples Store. 

Cantonsville, Md.—Henry S. Ashman, 
743-45 Frederick. 

Cleveland, Ohio—Selby Shoe Shop, 1507 Euclid. 

New York, N. Y.—Gold Seal Shoe Corp. 

New York, N. ¥Y.—Kaminsky Shoe Shop, Inc., 
Kings. 

Lancaster, 
Inc. 

New York, N. Y.—Mack’s Sample Shoes, 6806 
Bay Parkway. 

Le tg Del.—Irvin & W. S. Bair, 511 
Market St. 

Les Angeles, Cal.—Golden Eagle Department 
Store, 4532 Whittier Blvd. 

Hyannis, Mass.—Maurice R. Phinney. 


Seymour, Iowa—D. C. Kingery. 


Inc., 


8S. C.—Belk’s Department Store, 


100 


Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 
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Murdo, S. D.—Looby & Parr, Looby Bli¢ 

Benson, Ariz.—The Rainbow Stores. 

Bowling Green, Ky.—Merit Shoe Store 
Park Row. 

Stockton, Tll.—Richard Stafford, Stafford Bldg. 

East Palestine, Ohio—Ray Cope, South Mar. 
ket St. 

Willshire, Ohio—R. Steinman. 


Phoenix, Ariz.—Phoenix Dry Goods Co. 
89 E. Washington St. 

Temple, Tex.—W. N. Kirschner. 

Chula Vista, Cal.—W. Williams, 291 3rd Ave. 

Newark, N. J.—Jacob Marx, 175 W. Mar. 
ket St. 

New York, N. Y.—Manhattan Wood He 
Inc. (mfr.), Kings. 

Jersey City, N. J.—Busy Bee Shoe Store, 2 
Newark Ave. 

Taconite, Minn.—J. & M. Lieberman. 

Beverly Hills, Cal.—W. L. McNeal, 
Beverly Drive. 

Baltimore, Md.—Wilson Shoe Co., 
Lexington St. 

New York, N. 
Queens. 

Boston, Mass.—Milton Shoe Co. 
Essex St. 

Lowell, Mass.—Jackson Shoe Mfg. 
son St. (mfr.). 

Detroit, Mich.—Maurice Footwear, Inc. 

La Crosse, Wis.—Style Art Boot Shop, 33: 
Main St. 

Hillsboro, Iowa—F. M. Corey. 

Spearman, Tex.—Hartley’s, Inc. 

Auburn, Neb.—Dave’s Clothing Shop. 

Madison, Wis.—Julin Shoe Co. 

Oklahoma City, Okla.—Shoe Market, In: 
, Henderson, N. C.—Leggett’s Department “‘ore, 
ne. 
Gastonia, N. C.—Globe Department Stor« 
Colfax, Wash.—Colfax Trading Co. 


_Palo Alto, Cal.—Joseph Mendel, 382 Univer- 
sity Ave. 


Fertilla, Cal.—O. A. Sears. 

San Francisco, Cal.—Commer & Kaufmann, 
Inc., 838 Market &t. 

San Francisco, Cal.—Parkside Shoe Renewing 
Co., 2806 20th Ave. 

Detroit, Mich.—Goetz & Middleman, 
Bldg. 


4ll 


337. 


Y.—Theo. Boot Shop, 
(mfr.), 2 
Co., 


Ine. 


Fisher 


Detroit, Mich.—McBryle Shoe Shop, Fisher 


Bldg. 
Detroit, Mich.—J. L. Hudson Co. 
Kalamazoo, Mich.—A. W. Johnson. 
Kalamazoo, Mich. — Louis Hepner, 228 E. 
Michigan Ave. 
Enumclaw, Wash.—T. D. Johnson. 
Seattle, Wash.—Washington Shoe Co. 


Leather Meeting Arrange: 
for Baltimore 


BALTIMORE, Mp.—American Leather 
Producers, Inc., and Tanners’ Council 
of America will test a new plan for the 
holding of educational leather meetings 
in Baltimore on Tuesday evening, May 
27. The features will be similar to 
those presented at meetings which have 
already been held this year in Chicago, 
Detroit, New York and Washington. 
Instead of being for the salespeople of 
a single store, however, the Baltimore 
meeting will be for the staffs of several 

of the leading department stores, in- 
cluding Hutzler Brothers, Hochschild, 
Kohn & Co., Stewart & Company, The 
Hub, May Company and O’Neill & 
Company. 
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1629, Chestnut St. 
PHILADELPHIA. 


ALL WIDTHS 


IN STOCK 


ENGLISH 
RIDING BOOTS 


ord Bldg. 
ith Mar. 7) 
mM 


TAN & BLACK 


/MANFIELD & SONS LIPPERS BY i: a 


With the advent of 
the Styles Confer- 
ence, Tupper offers a 
variety of designs in 
newly fashioned slip- 
pers of crepe and 
leather. 


MMM@C@’@«ultétle 


CMM 





Tupper slippers are 
essentially different. 
To realize this, ex- 
amine our samples, 
which will be gladly 
sent on request. 


VMMMC@€C@wula 


VMMHCCMCH@M@¢Meel 


M@MM{Mqww 





CHILD'S TAN 
DO WIDTH 





An unusual children’s 
design—-satin, crépe or 
leather shoe with vel- 











YD 














a 
SEND FOR CATALOGUE TAN « BLACK 
BUY DIRECT FROM MAKERS 


a 
TUPPER SLIPPER CORP. 2, <p ; 
200 Tillary St. Bklyn., N. Y. esas 
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Better Profits and 
More Satisfied Cus- 
tomers. 


A Good Line 


to stick to. Every 
shoe a trade winner 
and Profit Maker! 





Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


ciated aiiaininabeat MAIL THIS COUPON TODAY -—~—~-~—— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 
Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


DNS PVA GL) OGG SO NO ew 


Salesmen 


Are you open for 
the best side line on 
R-238—Handsome patent Blucher ox- 8°04 commission 
ford—‘‘Sunbeam’’ Smooth-step. basis in America? 


THEN WRITE US. 


Terms, 2% 10 Days; Net 30 





“Sunbeams”™ are ad- 
vertised each week 


TRY THIS WONDERFUL to 20,000 shoe re- 
SHOE — IT’LL MAKE tailers. State terri- 
MONEY FOR YOU! tory, experience and 


give references. 














PALO LNA INGLL GA GANGA GAG GAG OAV) OH 


NN iiccisinissenneiienannsnanincsaneiiibitinnctitlitioes 
Street and Number-...........------------------- 


MAIZE SHOE CO., Rochester, N. Y. 
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THIS MAY BE 
YOUR OPPORTUNITY « 








SALESMEN WANTED 


SALESMEN WANTED 








5 Men to Sell 
Children’s Shoes 


One for New England; one for 

a one for Middle 

; one for Iowa west; one for 

Interested only in men 

who can sell QUALITY Goodyear 

Welts, in volume. Line has many 

distinctive and exclusive features 

with unique advertising coopera- 

tion and merchandising presen- 
tation. Liberal arrangements. 


Address B-791, care Boot and 
Shoe Recorder, Republic Bldg., 
State and Adams Sts., Chicago, 
Ili, 


Side-Line Men 


WANTED who can sell a_ nationally 
known, quality line of men’s, women’s 
and children’s house slippers to high 
grade accounts in the South; commission 
basis, monthly settlement. States open 
are North and South Carolina, Georgia, 
Florida, Alabama and Mississippi. A 
good chance for additional earnings for 
man now carrying a line of high grade 
shoes. Give present connections, refer- 
ences, territory now covered and if 
traveling by car. Address B-788, 
care of Boot and Shoe Recorder, 
239 W. 39th St., New York City. 











Traveling Shoe Salesman 


One with Pee following with ladies’ novelty 
shoes to handle strong selling line of shoe 
ornaments as side line. ission basis, 
excellent opportunity for right party. State 
references and exact territory covered, 
letter. All territories open. 

Address 6749 care of Boot and Shee Re- 
corder, 739 W. 39th St, New Yerk City. 











S ALESMEN WANTED — Experienced, to 

carry side line of staple and conte house 
slippers, soft and hard soles for men, women 
and children, ten day delivery commission and 
bonus on monthly settlement is. Big money 
for right parties. State reference and territory 
covered. Address B-766, care Boot and Shoe 
a. 239 West 39th Street, New York, 





WANTED—Ex rienced salesmen to sell on 
commission forty styles Special Process 
Women’s Arch Support Footwear carried in 
stock. Territories open: Alabama, Wisconsin, 
Minnesota and North Dakota. The Till Shoe 
Company, Oswego, N. Y. 





W ANTED—Salesmen (2) for Pacific Coast, 

and South, preferably resident, with estab- 
lished clientele among better stores; to carry 
as a side-line on commission basis, a line of 
high-grade men’s English shoes. EMPIRE 
FS hd RTS, 10 East 43rd St., New York 
ity. 





S ALESMEN WANTED—Experienced _ sales- 
men for retail shoe store, preferably age 25 

to 30, to cover tourist period middle June to 

September, with possible permanent opening. 

Write giving references to Broadhurst-Young 
hoe Company, Denver, Colorado. 





SAL .ESMEN wanted to carry a complete line 
of spats and shoe ornaments as a sideline. 
Manolis Manufacturing Co., 4248 No. Craw- 
ford Ave., Chicago, IIl. 





SALESMEN wanted to carry, St. Louis’ fast- 
est line of In Stock women’s McKay novel- 
ties, retailing at $4, $5 and $6 to cover Iowa 
and Nebraska; Virginia, West Virginia and 
Pennsylvania. Strictly commission basis only. 
Tober-Saifer Shoe Co., St. Louis, Mo. 





S ALESMEN to sell in stock line of McKay 
novelties. Commissions paid weekly. State 
References in application. ddress B-797, care 
Boot and Shoe a ne 239 West 39th 
Street, New York, pA 





S ALESMEN wanted to sell the livest line of 
sports and arch supports in America, re- 
tailing from $3.00 to $5.00. Many numbers 
carried in stock. Following territories open: 
New York City and Long Island, Philadel- 
phia, New Jersey, Pennsylvania, West Virginia, 
southern Ohio, Kentucky, Indiana, Illinois, 
Iowa, Minnesota, Nebraska, North Dakota, 
South Dakota, Texas, Wyoming, Utah, Colo- 
rado, Arizona, New Mexico, California. Com- 
mission 6% payable monthly on shipments; 
will advance up to 75% on accepted orders. 
Address B-796, care Boot and Shoe — 
239 West 39th Street, New York, Be 





SALESMAN wanted by shoe manufacturer 
to sell department stores on basis involving 
permanent franchise, promotional work, etc. 
Experience “selling an idea” more valuable 
than selling shoes as merchandise. Excellent 
line, excellent opportunity. Write in confidence. 
Address H S R, a Advertising Agency, 
Inc., 6 E. 39th St., N. Y. C. 


SALESMAN WANTED—Experienced, 

full fashioned silk hosiery salesman, 
following for all territories. Address B 
care Boot and Shoe Recorder, 239 West 
Street, New York, N. Y. 





LINE WANTED 


MEN'S LINE WANTED—Manufact: 
Line of Men’s Shoes to retail for $4, 
and $6 for Eastern Pennsylvania. Eigt 
years of successful selling in this terri: 
with one concern. Best of references. 
finance self. Address B-781, care Boot 
Shoe Recorder, 239 West 39th Street, 
York, » - 








WANTED for the State of New Jerse 
real line of popular priced men’s and | 


work and dress shoes by thoroughly capabl 


experienced live wire representative; 


know1, finest credentials, commission basis. 


What have you? Address B-784, 
and Shoe . sare 239 West 39th Street, 
York, N. Y. 








POSITION WANTED 





OUNG Man, with ten years’ experienc« 
Managing and Buying desires position 
Chicago or South West. Now employed, 
furnish best of reference, thoroughly fam 
with chain store operation. Address B 


care Boo 


care Boot and Shoe es oom 239 West 30th 


Street, New York, 





ASSISTANT buyer, age 32, married, des 
connection with reliable concern specia 
ing in the better grade Juvenile shoes. Tw: 
years’ retail experience. Address B-795, « 
Boot and Shoe Recorder, 239 West 39th St: 
New York, N. Y. 





SHOE Man age 29, desires position as st 
or department manager, have had 10 ye 
experience in Ladies’ and Men’s shoes, 4 y« 
as store manager, also window trimming e 
rience, excellent references, will go pn en 
for reasonable offer. Address B-793, care B 
and Shoe Recorder, 239 West 39th Street, N« 
York, N. Y. 





EXPERIENCED manager women’s popu 


es 


priced shoe store, wants connection with 


live chain or independent organization. 
years old. Married. 12 years’ experience 
years with present company as manager. R: 
erences, Prefer to locate East of Mississip 
Address B-792, care Boot and Shoe Recorde 
239 West 39th’ Street, New York, N. Y. 





mum charge 75 cents. 


be counted. 





a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
In all other cases each word of the address should 


Mini- 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
. @*& Advertisements for this page must be in our New York office on Friday of the week preceding publication. @8 
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“POSITION WANTED POSITION WANTED WANTED TO PURCHASE 














HIGHEST CASH PRICES 


Manufacturing Executive PAID 
tor shoe stocks, slow sellers, ete. Short term 


leases taken om, —- confidential. 
st. 





This man knows every detail of the shoe manufacturing business; MAX GLAUBERG 
leather, systematizing, costs, all the ins-and-outs of operating— p 46: 850 Canal ae Fort Otty 
especially on women’s and children’s shoes. He is 40 and is now noo 

employed. A remarkable record of wide and successful experience 
and sound principles entitles him to consideration by any manu- 
facturer seeking a manager or assistant to the head of a large If you contemplate selling your 
organization. Address B-783, care Boot and Shoe Recorder, entire or surplus stock com- 


239 West 39th Street, New York, N. Y. municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
624 Broadway New York 
Phone Spring 1443 























MERCHANTS’ NEEDS 





Shoe Manufacturer’s 
Executive 
' TO BE SURE YOU RECEIVE 


Women’s Welts, McKay Va: HIGHEST PRICES 


ft tail odd d ends, enti 
or Turns , or eurpiug ‘socks, eek us for ony Oi 
“ ° “ (Estab. years. Cash transactions. 
Competent, thoroughly experienced Re. SY 
in all branches of administration. ’ I — cuegeee saga a” Inc. 
i ag omg yr” aaa ee Telephones Canal 6874 and Canal “0655 
ing buyers and department store 
associations. Can increase sales. TITS ATANY ANGLE 
Recognized as authority on style 
trend. Trained in costs, econom- 
ics, system, production planning, $2.75 Half Gross 
styling, sales promotion, sales Guaranteed to give 100% MERCHANTS’ NEEDS 
management and selling. Satisfaction 
Services are offered for any or all M. D. POLLINGER CO. 
of above branches, where remu- 416 Victoria Bldg. St. Louis, Me. 
a will be based only on Milbradt 
results. . 
= Rolling Step Ladders 


Address B-790, care Boot and — . Enable you to reach your 






































Shoe Recorder, 239 W. 39th St., highest shelves convenient- 
New York, N.Y. BLANCO ly 








They last a lifetime 
and 





KEEPS WHITE SHOES 
WHITE 





! Are made in any style, 
In tubes ready for use or in shape or size to fit any 
cake form : kind of shelving. 


i i HARRAR & CHAMBERLIN Write for general catalog 
Manufacturers Attention LAING HARRAR 4 One and let us suggest the 
Successful pattern shop manager SOLE AGENTS FOR THE UStrED STATES best ladder for your use. 
ge —— = in shoe factory, : 
on style and model work. Thorough i 
knowledge of lasts, patterns and ; Milbradt 
dies, with factory experience. Manufacturing Co. 
Address B-785, care Boot and Shoe i ecorati = Established 1895 
Recorder, 140 Federal St., Boston, Window Be — ptogce 
Mass. and maker o ; 2416 No. 10th Street 
Artistic Price Tickets - ST. LOUIS, MO 
Latest in Imported and Domestic Roll t ’ , a 
Paper, etc., in Season. 
Samples mailed free on request. 
EMIL RUBLACK 
40-142 West Broadway 


1 
FOR SALE Established 1903 New York 









































AMILY shoe store for sale. Ovtstanding 

opportunity in Oklahoma. Hundred per cent 
location. Established over ten years. Fair 
Rent. Reasonable terms. Address B-794, care 
Boot and Shoe Recorder, 140 Federal Street, 
Boston, Mass. 








+ 
POMPOMS AND ORNAMENTS FOR Ls WI NDOW 
OR SALE—Two Hundred Fiber Shoe one “Ghana a ge IDISPLAY FIXTURES | 


Trunks, also Fiber Trays. Will sell individ- 
ually or in one lot. Selz, Schwab & Co., 40 mY-GRAnd ctr Pae DOPeLY co. 


So. Market Street, Chicago, Illinois. 693 Broadway New York City ies NS | 


WANTED TO BUY ae Oy ee 933 ARCil ST. 
Backgrounds PHILADELPHIA, PA. 


. Fl . Wind Fixt ° 
WANTED TO BUY—Modern old established poke sel abel —.. a. "aoe 


family Retail Store, selling quality lines, pre- Pp Bord Ribbon Bord Decorati : 

fer location in Michi . will consider Indiana poner Pemles. Foll Flite a4 Val . Dr =~ AR RS 

Fe. Bt Fy, --F- ine Miterial Grose Mate Send for” Faney E BUSINESS GLTTE 
,000. ‘ave considerable cash to invest in aper Booklet. Price Tickets. 

the right store now showing a good net profit. DAVE’S DISPLAY DECORATIONS 

Address B-751, care Boot San hoe Recorder, 118 West Broadway, New York SEND FOR CAI. 

239 West 39th Street, New York, N. Y. a 
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Ladies’ Black 





Greeley’s House Slippers 


Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. 


A. W. GREELEY 
12 Duncan St., Haverhill, Mass. 


RETAILERS 
Vici Kid 1 


Combination Last 
Stocked. AAA @ C 


“MADE IN 


a 








54 


3X 


Po. 


Cc. S. GIBBON CO., Inc. 


$§-50 
RETAILERS 


Stes 


MATT KID 
CENTER BUCKLE 


BLACK REPTILE 
APPLIQUE 


PHILA. BY MASTER CRAFTSMEN” 


-_—— 





No. 4th St., Phila., Pa. 











MERCHANTS’ NEEDS 





CSTABLISHEO i 


LABELS 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
oe Fs 
FRANK C. MEYER Co. 
(3008 (aaron Tecsveixt hy) 
263-271 LEXINGTON AVE , BRODKLYN.NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 








Physical Culture Opens in 
Newark 


NEw YorK—The Physical Culture 
Sales Co. has taken a ten-year lease on 
the corner store property at Halsey and 
Warren Streets in Newark, and will 
open a retail store about May 1. 

This is the second store the Physical 
Culture people will have in this city, 
one at 931 Broad Street being estab- 
lished for some years. 

The new shop is 20 by 80 feet, and 
the windows fronting on both streets 
will be finished in aluminum and black 
glass in modern fashion. This chain is 
expanding rapidly, with a shop recently 
opened in Pittsburgh, another planned 
for New York and several more soon 
to be ready throughout the East. 


New Firm Starts Cutting 


JACKSONVILLE, ILL. — The Weyand 
oe Company, recently organized at 
Jacksonville, Ill., announces that it has 
completed its factory, placed its ma- 
chinery and started cutting shoes. 
This concern is equipped to produce 
approximately 1500 pairs per day. 
Fon = wpe 2 a Way Lock 
ite oes to retail in the price r 
of $5 and $6. ae 
é i. Weyand is president, A. L. 
McCall, vice-president and treasurer, 
O. D. Geiger, secretary. Mr. Weyand, 
for many years, was engaged in the 
leather business in St. Louis. Mr. Mc- 
Call has been in the shoe manufactur- 
ing business since 1916. 





Stores Carrying Small 
Stocks of Salable Shoes 


Lynn Manufacturers Looking 
Ahead to Fall 


LYNN, Mass.—Fall trade is getting 
early attention on the points of prices, 
sales, styles and profits. Perhaps the 
item of profits should have been put 
first. The price index in Lynn, such 
as it is, shows the lowest level at the 
moment for any period since before the 
war. An upswing has been predicted, 
if a duty is put on hides, leather and 
shoes. A brisk buying movement might 
brace up prices even more than tariff 
action. 

Many buyers have been just picking 
at shoes since the first of the year. 
Stocks of right style shoes are believed 
to be low in retail stores. The public 
appears to be in a thrifty mood when 
shopping for shoes, judging from re- 
ports that come from many stores. 
Women are buying shoes cheaper than 
ever. But it does not appear that they 
are buying more pairs. Several hun- 
dred makers of women’s novelty style 
shoes are competing for the orders of 
merchants, and a few hundred tanners 
are competing for the orders of shoe 
manufacturers, and many makers of 
substitutes for leather are competing 
against the tanners. This competition 
all along the line has a tendency to 
check rising prices, and, in some in- 
stances, to reduce them. Some pretty 
good judges say that the future of 
prices rests with the great army of 
shoppers, and one of these judges adds 
that the public is influenced in its 
judgments by the merchants. 

In sales and styles some such matters 
as these stand forth. Black kid con- 
tinues strong, even after many firms 
have made more black kid shoes during 
the first 15 weeks of this year than 
they did during 50 weeks of last year. 
(Pumps, of the opera, strap or like sim- 
ple styles, hold good, even after a 
record producticn for the first three 
months of the year. Patents show a 
bit of a gain. Predictions of a big 
white season appear to be subject to 
the influence of the run on blacks, and, 
also, the extent of the sales of sport 
oxfords, of elk and calf. The fashion 
of green and blue, beiges and other 
light hues is also a factor in the mat- 
ter. Reptiles rise in the realms of 
fashion one at a time. Boas and 
pythons were strong in the spring. 
Lizards, in ring and rajah grains, are 
returning for fall. Water snake will 
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make a bid for favor. New shark and 
new morocco grains will be shown. 
Alligators, small of grain, and not 
scaly, are expected to show up in 
strength. Tanners of calf are looking 
for another run on suedes. Excepting 
for reports of business on blacks and 
browns, no definite information on 
color movements could be had from tlie 
leather makers last week. An excep- 
tion is made for one who mentioned a 
new shade of Java brown. One leading 
producer is recommending a new mat 
calf leather or a permanent black color. 
Last shape and pattern design be- 
come of increasing importance as foot- 
wear is kept to familiar colors, and, 
also, as merchants make progress in 
the task of getting more shoes fitted 
right. More sizes will be made. Activ- 
ities of health shoe makers create a 
general public interest in shoes that 
fit tc the comfort and the strength of 
the feet. It is expected that the com- 
ing fall will bring forth a more sub- 
stantial class of footwear, and, also, a 
more substantial volume of business. 


Spring Business Fair; 
Easter Week Good 


CINCINNATI, OHIO—Spring business 
thus far has been only fair. Sales have 
been about as high as they usually are 
but profit per pair seems to be a little 
bit lower. Weather is always a big 
factor and this year it was not so good. 
Throughout the month of March the 
weather was very changeable; cold one 
day and warm the next, but the week 
preceding and the week following 
Easter were admirable for shoppers. 

Orders and deliveries have been rut 
ning a little later than usual, due, no 
doubt, to weather conditions and to th: 
late Easter, but a big majority of th 
orders booked for Spring have alread 
been filled. Others are being worke: 
on at this time and deliveries will b: 
made any time between May 10 and 
June 1 and manufacturers expect t 
be very busy during this period. 

Fill-in orders have been very good 
during the past few weeks and due to 
styles having been more staple than 
heretofore, merchants did not have a 
great deal of trouble in cleaning up 
their stocks during Easter sales. A 
number of the factories are working on 
samples for fall. 

New orders coming in show that 
lively colors are stepping right along, 
with green and blue heading the list. 
Manufacturers think that more whites 
will be sold this <4 and summer 
than have been sold in many years. 
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SMARTLY STYLED 


FROM HEAD TO TOE 


Fashion's decree of longer skirts has focused § 
attention on the shoe. Since footwear either 
makes or mars the ensemble, the toe of the | 
shoe must be as graceful as the gown itself. | 
Celastic —The Quality Box Toe is invariably 
selected . . . for if style is to endure throughout 


the life of the shoe. . . it must be built on a : & 


quality foundation. 


United Shoe Machinery Corporation I 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 


B/C 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoez Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Air Mail Shoe Co., Cincinnati, Ohio 
Alden, C. H., Co., Abington, Mass 
Athletic Shoe Co., Chicago, Ill 


Bancroft-Walker Co., Boston, Mass 

Barnes Shoe Co., St. Louis, Mo 

Bass, G. H., & Co., Wilton, Me 

Beacon Falls Rubber Shoe Co., Beacon 
Falls, Conn. 6 

Bond Shoe Co., New York City 

Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City 


Brooks Shoe Mfg. Co., Phila., 
Brown Shoe Co., St. Louis, 
Burkley Shoe Co., Brockton, Mass 


Carlton Sandal Co., New York City 
Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass... . 
Chekko Braided Sandal Co., New York 
City 
Clapp, 
mouth, 
Concord Shoe Co., Inc., New York City.. 
Coon, W. B., Co., Rochester, N. Y 
Crescent Shoe Co., New York City 
Crossett Shoe Co., Boston, Mass 
Curtis, Stephens, Embry Co., Reading, Pa. 


Dryzer & Rosenberg, Inc., New York City 81 
Duane Shoe Co., New York City 81 


Ebberts, John, Shoe Co., Buffalo, N. Y... 84 
Edwards, J., & Co., Phila., 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y.... 76 
Emerson Shoe Mfg. Co., Rockland, Mass.. 82 
Enna Jettick Shoe Co., Auburn, N. Y.... 91 
Evans’, L. B., Son Co., Wakefield, Mass.. 86 


Firestone Footwear Co., Boston, Mass. ..12- ~4 
Ford, C. P., & Co., Rochester, N. Y 
Friedman, B., Shoe Co., New York City.. 


Gibbon, C. S., Phila., Pa...... 

Gold Seal, New York City 

Golo Slipper Co., New York City 

Goodwill Shoes, Holliston, Mass 

Great Western Shoe Co., Milwaukee, Wis 
Greeley, A. W., Co., Haverhill, Mass..... 
Green, Daniel, Co., Dolgeville, N. Y.... 


— & Chapline Shoe Co., Milwauke 
Heywood Boot & Shoe Co., Worcester 
Heed ‘Rubber Co., Watertown, Mass. 


Ideal Baby Shoe Co., Danvers, Mass 
Independent Shoe Mfgrs., St. Louis, Mo.. 
Juvenile Shoe Corp., Aurora, Mo 


Keith, Geo. E., Co., Brockton, Mass.... 
Kendall Shoe Co., Haverhill, Mass 


Levey Bros., New York City 
— Walther, Shoe Co., New Yor 
it 


Maize Shoe Co., Rochester, N. Y 
Mallott, H. F., Shoe Co., Chicago, IIl.. 
Manfield & Sons, Phila., P: 
McElroy-Sloan Shoe Co., St. Louis, Mo.. 
Menihan Co., The, Rochester, N. Y.... 
Musebeck Shoe Co., Danville, Ill 


Nettleton, A. E., Syracuse, N. Y 
Old Colony Shoe Co., Brockton, Mass... 


Packard, M. A., Co., Brockton, Mass... 

Paristyle Footwear Mfg. Co., Inc., 
York City 

Plant, Thomas Boston, Mass. 

Powell & Campbell, cen York City 


Reynolds, Bion F., Brockton, Mass 
Richards & Brennan Co., Randolph, Mas 


Sachs & Vigorith, Cincinnati, Ohio 

Saks, M. J., Shoe Corp., New York City.. 80 
Schwartz & Herder, Inc., Phila., Pa..... 96 
Shaft-Pierce Shoe Co., Faribault, Minn... 88 
Smith, Wm. Sumner, Chicago, II 5 
Stacy-Adams Co., Brockton, Mass. . 

Star Footwear Mfg. Co., Phila., Pa. 

Stern, R., Co., New York City 

Stetson Shoe Co., So. Weymouth, Mass. 

i Novelty Co., New York City. 
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Swan Shoe Co., Baltimore, Md 


Los Angeles, Calif... 53 


Tilt, John, Shoe Co., 
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Tupper Slipper Corp., 
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United States Shoe Co., Cincinnati, Ohio 
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Weeomees, Alfred H., Co., Milwaukee, 
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Export Surplus Purchasing 
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Goodwin, 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


ELLO, Customer! An issue whose 
greatest keynote is inspirational 
advertising that a merchant can put 
into his daily newspaper, circulars and 
folders, to encourage the great Ameri- 
can family to change into seasonable 
shoes. ; 
We help the merchant by giving him 
those “pulls” of advertising best calcu- 
lated to get more shoes sold right at 
this time of the year. We show typical 
ads and measure the sales on the shoes 
listed, the extra sales on other shoes 
influenced by that ad and the general 
impulse of that specifically analyzed 
advertisement. If you are interested in 
moving the shoes from the shelf of the 
merchant’s store, read this issue. 


AAA 





a hidden | 


Hidden beneath the surface, unseen to the eye, reposes seven-eighths 
of the strength and beauty of an iceberg — a firm foundation. 


The hidden strength of every shoe tip is the box toe. That character and 
distinction so essential in modern footwear is yours when you specify 


VULCO-UNIT BOX TOES 


BECKWITH MANUFACTURING COMPANY 


Largest manufacturers of Box Toes in the World 
Statler Building Boston, Mass. 
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Novelties for Profit! 


HE styles of this season seem to 

demand a touch of individuality 
for those important silken inches be- 
tween hem and shoe top. Novelty 
hosiery which reflects this style 
motif with charm and distinction is 
being sold in good volume. 


The wide range of Rosaine’s nov- 
eltigs gives you a smart selection to 
offer your very best trade . . . at 
prices which yield you a good profit. 
Samples and color cards on request. 


ROSENHAIN COMPANY, inc. 
Division of the 
Oscar Nebel Co., Inc., 
51 Madison Avenue, N. Y. C. 
MILLS: HATBORO, PA. 


Osaine Hosier 
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ORIGINATED and 





1,663,087 





MANUFACTURED UNDER U. S. PATENT NO. 





Feather fashioned stockings eliminate all visible 
evidence of the fashioning process . . . are un- 
marred by the appearance of fashioning points 
and the unsightly patch effect which borders the 
seam of the old type of full fashioned stocking 
. . » The seamline is neat and unbroken from top 
to heel... The curving tapering featherline course 
of the knitting is graceful and extremely flattering 
to the leg . . . The shaping extends for a con- 
siderable distance above and below that of 
ordinary full fashioned stockings. 

















| Feather Fashioned DULL-TWIST 

2 Style 362 «6 6 QQ . +e s s Oe 
i Price per dozen, $15.00 Authorized retail price. $1.95 

ha Style 365 .. 3 thread Peco 


Price per dozen, $18.00. Authorized retail price, $2.50 
Feather Fashioned Chiffons 


| Style 348 .... . 4 thread Se. 
Price per dozen, $15.00. Authorized retail price, $1.95 
Style 351 3 thread Peco 


Price per dozen, $18.00. Authorized retell price, $2.50 


Feather Fashioned Service Weight 
Style 354 .... . . . Medium Service Weight 
Price per dozen, $15.00. Authorized retail price, $1.95 


ALL numbers with French Heel 





UP TO NOW IN FINE HOSE FROM NOW ON IN FINER HOSE 
-. NOTICE ADDED AREA OF FULL FASHIONING 
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NOW AVAILABLE 
IN DULL-TWIST 





NUMBERS 


WITH 





4 FASHIONING MARKS 
CON CEALE D 





























Santa Fe Building 
1014 Farnam St. . 


Stockrooms: 


The Merchandise Mart . 


Society Maip Hosiery Co. 


354 FOURTH AVENUE, NEW YORK CITY 


MILLS AT WILLOW GROVE, PA. 





ALSO 






















INC. 





Dallas, Texas 
Omaha, Neb. 
Chicago, Ill. 
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FULL FASHIONED 





The Answer to the 


New Day Competition 


MOJUD Price 


Range from $9 to 
$15 per dozen them, has been tested and proved. Retailers with whom we 


Mojud’s plan to attract customers to your store, and to hold 


Net ; sold on ex- are cooperating on this sales promotion plan have hailed it 
clusive franchise to 


one dealer ina 
trading area 


as “the answer to new day competition”. 


- aueraa Write to us for two folders which we have given the title, 

° “What is a Good Customer Worth”—We believe the 

hdl MOJUD plan outlined therein will answer the problem of 

— New Day competition through suggestions for the intensive 

The Hall Mark cultivation of your local market—Worth writing for—at once! 
of First Quality Address Department B. 


stamped on every 
pair of Mojuds. 


MOCK, JUDSON, VOEHRINGER CO., Inc. 








Pierce and Eighth Aves. FACTORIES y 
Long Island City GREENSBORO, N. C. J 


Sales Office, 385 5th Ave., N. Y. C. PHILADELPHIA, PA. 
Chicago Branch, The Merchandise Mart LONG ISLAND CITY, N. Y. anes 
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FULL FASHIONED 
SILK TO TOP 
CHIFFON WEIGHT 
PANEL HEEL 
RETAIL at $1.52 | im 


tions. 
the hos 
was «lis 
but the 
expansi 
the nex 
benefit | 
Basic 
market 
Distres 


IRON CLAD Gf ees 


prodt ict 


Style No. 922 down 


Chiffon weight, silk to top, panel heel, silk plaited j goods. 
foot; a steady seller. stable. 


Atmosphere 
Allure 
Almora 
Beach Tan 
Beige Clair 
Blonde Dore 


Breezee 


Crystal Beige 


Cuban Sand 
Dream Pink 


Evenglow 

Grain 

Ivoire 

Light Gun Metal 
Manon 

Mirage 

Mistery 

Pastel Parchment 
Pearl Blush 


Plage 


Sizes 8 to 10 


$1 1.00 a dozen 


IMMEDIATE DELIVERY 


Platinum 
Rendezvous 
Romance 
Rosador 
Sable 
Sunbronze 
Sunbrown 
Suntan 
White 


Black 


Cooper, Wells & Co. 
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St. Joseph, Mich. “ - 
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150 Broad St. 


Manufacturers of Full Fashioned and 
Seamless Hosiery at St Joseph, 
Michigan, and Decatur, Alabama j 
Manufacturers of Quality 4 | | | 
Hosiery for Fifty 
Yeare 


po 
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public ( 
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HAPPY DAYS JUST AHEAD 


M!’ROVEMENT in both the 
retail and manufacturing ends 
of the hosiery business last 
month failed to live up to expecta- 
tions. Easter business, so far as 
the hosiery trade was concerned 
was disappointing, on the whole, 
but there are indications of an 
expansion in general business over 
the next two months which should 
benefit hosiery materially. 
Basically the primary hosiery 
market seems to be in better shayx 
Distress merchandise is being 
worked off and curtailment of 
production is effective in keeping 
down any further surplus of 
goods. While prices are more 
stable, primarily, profits are still 
largely conspicuous by their 
absence. But the current picture has some bright spots. 
Dull days are happy days for the hosiery industry 
—at least that part of it that is engaged in the produc- 
tion and distribution of “dull” hosiery. The vogue 
for dullness of finish in hosiery is the outstanding fea- 
ture of importance in the trade. Also, it is a point 
around which considerable discussion revolves, not 
only concerning the merits of the various processes by 
which the dull finish is achieved, but of the lasting 
qualities of the vogue. According to some trade lead- 
ers, dull hose will replace to a large extent the shiny 
finished variety that has been in high favor for sev- 
eral years—in fact, ever since silk hosiery became a 


major dress accessory. 


IE tendency to eliminate or overcome as much as 
possible the sheen on women’s silk stockings has 
been apparent for some time. First indications of a 
public desire for a dulled finish on hose were seen in the 


fad of wearing stockings inside out. While many 


Hosiery AND ACCESSORIES 
SECTION 


Dull Finished Hose Making This fad 
Marked Progress; Ultra Sheers 
Grow Sheerer Stull - General with what had been the inside 
Outlook for Hosiery is 


Im proved 


attributed this fad to a desire to 
make stockings appear more sheer 
than they were, the real object was 
to attain greater dullness. This 
was in line with the tendency 
toward dull or “frosted” fabrics 
in women's apparel generally, and 
in such accessories as jewelry, 
shoes and gloves. Incidentally, the 
dull hose apparently makes the legs 
look slimmer. 

developed — actual 
“inside-out” stockings, that — is, 
stockings that were — finished 
as the outside side of the hose. 
A correlated development of the 
inside-out stocking is the stock- 
ing that is finished as neatly on 
the inside as the outside, thus 
giving the customer the choice of wearing the hose 


either way. 


, we IST simultaneously with the introduction of the 
inside-out stocking there was developed a stocking 
which achieved dullness through the medium of changes 
in the mechanical construction of the varn of which 
the hose is made. This method, incidentally, appears 
to be the one toward which the majority of the trade 
is gravitating at present. 

A third method, which recently has been introduced 
by one of the large manufacturers, and which is being 
watched with considerable interest, is that of treating 
the finished stocking with an acetic acid bath in order 
to dull the natural lustre of the silk. 

The use of a yarn with more twist than the ordinary 
hosiery “tram” is spreading rapidly. By the time this 
is read, there will be a half dozen stockings of this 
type on the market, and these will be increased to a 
dozen or mors before the end of Mav. More than half 





of the large manufacturers 
are experimenting with 
twisted yarn. 

While several varieties of 
twisted yarns are being used 
in experimental work, the 
experiments so far seem to 
demonstrate that the so-called 
grenadine yarn is the most 
satisfactory for use in mak- 
ing the new dull hose. The 
yarn is what is known as a 
balanced yarn. Each single 
strand of silk is given a twist 
of about 35 turns to the inch, 
then the twisted strands are 
laid parallel to each other and 
again twisted about 32 turns 
to the inch, this time in the 
reverse direction. Ordinary 
hosiery tram is made by plac- 
ing a number of single 
strands together and_ twist- 
ing them five or six times to the inch. 

If four strands are used in producing a yarn for 
hosiery manufacture, the grenadine, although contain- 
ing the same number of strands as hosiery tram, will 
be smaller in diameter, due to the fact that it is more 
tightly twisted. Thus it produces a sheerer stocking 
from the same amount of silk. The twist in the yarn 
leaves shorter lengths open to the reflection of light rays 
striking it, thus giving a duller appearance, which also 
is increased by the actual roughness of the fabric made 
of tightly twisted yarns. Incidentally, and this is a 
big point on which the advocates of “grenadine” base 
their predictions of a long style life, the more tightly 
twisted yarns increase the wear of the stocking. With- 
out going into technical details of why this is so, the 
thing may be rather simply explained by comparing 
ordinary hosiery tram to woolen and grenadine to 
worsted yarns in the manufacture of fabrics. The 
worsted has more hard surface exposed and its tensile 
strength is greater. It is possible that the widespread 
wearing of hose made of grenadine yarns will elimin- 
ate some of the complaints of poor wear in sheer 
hosiery. 

Probably the use of grenadine yarn will change the 
actual construction of hosiery considerably. The ten- 


Lustrous 


dency will be toward the us, 
of finer yarns than are noy 
used in the most popular 
One man, who has 
given considerable stud 
the matter, says that th 
volume in grenadines wi! 


oaces 
gages. 


on 45-gage stockings | 
of four-strand yarns, 
paring this directly to th: 
gage, five-strand sto 
made of ordinary ho 


tram. 
While grenadine ya 
may be “thrown” on 


crepe throwing mach 
total available machiner 
is said, is capable of produc 
ing only about 35,000 pounds 
a week, or from two-fifths to 
a third of the amount of 
ordinary hosiery tram that is 
normally consumed per week 
in this country. If grenadine twists become widely 
popular, additional throwing machinery will have to 
be installed. 

With the rather sharp decline in general business 
that followed the stock market debacle of last fall, 
there was a wide retrenchment in the manufacture and 
exploitation of luxury merchandise. The highest 
priced automobiles and jewelry were among the first 
to feel the pinch. All merchandising swung toward a 
price basis. Low-priced goods were stressed almost to 
the entire exclusion of so-called luxury merchandise. 
Now the rather marked avoidance of luxury goods 
seems to be wearing off. Sixteen-cylinder Cadillac 
cars, considered the ultimate in automobiles in this 
country and a real competitor of the Rolls-Royce, are 
selling better than expected, proving that there is a 
market for ultra-luxurious goods if properly presented. 

So in hosiery we find the finest of ingrains again 
appearing in window displays, in advertisements, and 
in greater quantities on the shelves of merchants. It 
is more than a coincidence that during the last few 
weeks there has been more advertising devoted to the 
upper reaches in hosiery than in the four or five months 
preceding. Luxury money is coming out of hidin 
its caution is disappearing and those who have 
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money to spend are ready to 
spend it if properly ap- 


proached. 

But. to corral some of this 
unique 
methods of exploitation are 
necessary. Unusual adver- 
tising, stressing the luxury 
viewpoint, window displays 


luxury money, 


that follow through with the 
same idea and the actual pres- 
entation of merchandise in 
the store in a luxurious man- 
ner are necessary. 

There is one top-grade 
store in New York that han- 
dies its finest hose as if they 
were jewels. Before show- 
ing the hose the saleswoman 
covers a portion of the coun- 
ter with clean, fresh, white 
tissue. The hose are care- 
fully, almost lovingly laid down. When a selection is 
finally made, they are as carefully picked up and put 
into a box in which generous quantities of tissue paper 
have been laid. The whole transaction has an air of 
the ceremonious about it—as it should have when a cus- 
tomer is paying $5 or more for a pair of stockings. 

Not every merchant, of course, can handle these top 
grades of merchandise, but those who do should make 
sure that the presentation, advertising and display are 
in keeping with the quality of the merchandise. It is 
the old story of “what’s wrong with this picture?” 
The proper setting for the merchandising of luxury 
goods is as important as is the quality of the goods 
themselves. 

Incidentally several of the makers of 51 gage stock- 
ings tell us that demand for their products is showing 
unmistakable signs of revival. 


NKLETS for children and infants have been re- 
ordered by wholesalers in substantial quantities, 
and another excellent spring season on them is assured. 
Sales of infants’ half socks also made an excellent show- 
ing in April, while boys’ golf hose spruced up to some 
extent. 
With regard to fancy half hose, statements regard- 
ing the condition of the market vary widely. Con- 
sidered as a whole the business undoubtedly is in some- 


Hosiery AND ACCESSORIES 
SECTION 


Just a single strand between you 
and the world. Here is a new ac- 
complishment in sheerness—a 5] 
gage one thread stocking, the The bare leg seamless 
sheerest yet made in this country, ; 

it is claimed the neighborhood of Sl, 


what better shape, though 
this cannot be said of all 
or of most manufacturers. 
The price situation is de- 
clared to be more stable, for 
the simple reason that quota- 
tions, especially on cheap 
goods, have been forced 
about as low as they can pos- 
sibly go, according to mill 
men. 

Active promotion of Guild- 
mode stockings as such, fine 
gage silks without seams, has 
been started by leading re- 
tail stores in important cities. 
Results are declared to be 
excellent to date. 


stocking priced to retail in 


which sold so heavily last 
spring and summer, thus far has moved lethargically, 
strengthening the theory that the bare leg vogue will not 
amount to much this year. 


MODERATE improvement in sales of fancy half 
hose was registered in April, according to repre- 
sentative manufacturers, but in few sections of the 
primary market is business described as good for the 
month, 

Production of fancies has been materially curtailed, 
and it is probable that total production of half hose 
for the month of April will prove to be the smallest 
for any month this year. The market has suffered con- 
siderably, however, from the failure of manufacturers 
to curtail their output sufficiently during the first two 
months of the year. 

Severe competition continues a feature, and very low 
prices are being quoted by some mills, especially on 
cheap fancies. 

The movement to bring bold patterned golf hose 
back into popular favor apparently has not made much 
progress so far; business continues largely concentrated 
on solid colors, solid colored legs with moderately 
fancy tops, or all-over fancy patterns of relatively quict 


design. 
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WHY TWO DEPARTMENTS? 


Peacock Shoe Store in Kansas City Sells Hose 
Upstairs and Down 


Ill. general conception of two hosiery depart- ask, maintain two separate hosiery departments to jea- 


ments in a shoe store would be that they would ture and sell exactly the same brands and numbers oj 
appeal to two classes of trade, say, medium- hosiery ? 
priced hosiery in one department, and exclusive lines The answer is as interesting as it is logical, an 
in another. However, a guess like that would entirely gist of the answer is that the hosiery volume is j, 
miss the mark in the Peacock Shoe Store, Kansas City, tically doubled through this method. 
To get the picture here, in the first place, one o 
hosiery departments is situated upon the first 
and occupies all of that floor. The other hosiery 
partment is situated upon the second floor and occ 
its share of space in connection with the shoe de 


Mo., since first-class lines are maintained in both de- 
partments, that on the first floor and the one on the 
second. 

Both departments are practically identical, with minor 
exceptions, the same lines and service being featured 
in each. Why, then, the interested hosiery dealer may ment proper. 

Now, in general, all disci 
nating women purchase ho: 
to match or harmonize 
their shoes, rather than th 
verse. That is, the shoes are 
purchased first, and the lose — 
matched or harmonized \ with 
these. And so the hosiery de desis 
partment upon the second flo coors 
is for the convenience of pa- \ 
trons first purchasing © shoes prac 
right on that floor. \Vomen, ¢ sn ti 


‘en 
i 


— 


= 


ee 


At the right one sees the hos- 
iery department that occupies 
the first floor of the Peacock 
shop. Note the mirror at the 
rear which apparently doubles 
the size of the room. Above 
is shown a typical Peacock win- 
dow display devoted solely to 
hosiery—particularly the “‘pro- 
portioned” hose this store 
carries 


BooT AND SHOE RECORDER er 
combining THE SHOE RETAILER, May 3, | 





Neatness and conven- 


ience feature the sec- 
| floor department 
conjunction with 
the shoe selling floor 


Or 


a rule, may be induced to purchase hose in connection 
with new shoes, since they desire to make the new 
shoes show up to proper advantage, and nothing helps 
toward this end more than harmonious hosiery. 

\nd so the department upon the second floor, while 
practically a duplicate of that on the first, is conducted 
in the main for the women who buy their shoes in the 

exclusive Peacock store. 

Now, you ask, what about the de- 

partment upon the first 
entirely to hosiery and 


floor, devoted 


a few acces- 


sories, such as handbags, purses, etc. : 
First of all, points out the lady man- 
ager, a hosiery department upon the 
first floor, or street level, has that most 
obvious advantage of being right next 
to pedestrian traffic. Show windows 
are available as a lure to the ladies, 
and there are other advantages, it be- 
ing the line of least resistance to walk 
into stores upon the street level, or first 
floor, in any business, whether it is 
hosiery or anything else. 

The department upon the first floor, 
explains the lady in charge, attracts 
the business of another type than reg 
ular Peacock shoe customers, who are 
served in the department on the second 
floor. 

For instance, she points out, there 
who have bought their 


are women 
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shoes elsewhere, perhaps that very day, or even a week 
ago, but have not yet purchased hose to go with them. 
In the show window she sees samples of hosiery, per- 
It’s the 
natural thing for her to step into this department, 


haps exactly the shade and style she desires. 


which perhaps to her seems an exclusive hosiery store, 
and not, a department, and purchase what she needs. 

Then, the appeal is to the many women who are 
simply shopping for hose and are drawn into the store 
by good window displays. The main idea is that this 
department, on the street level, draws a lot of business 
from women who are not primarily shoe customers 
of this store, though eventually they may be. Again, 
many women prefer to buy hose in a hosiery shop 
rather than a department, and this presents all the 
appearances of a regular hosiery shop. 

There are many advantages in maintaining the two 
separate hosiery departments, with identical stocks, 
and one which will appeal to every dealer that this 
plan will double the volume of business, for a store 
occupying two or more floors, since two distinct types 
of both the 


regular, or shoe customers, and the others, who have 


customers are reached, what might be 


hought shoes elsewhere, perhaps, or are simply in 
the market for hose and nothing else, at the time. 

In the Peacock hosiery department on the street 
level certain merchandising features stand out as worth 
noting in passing, little courtesies and services which 
in themselves may not seem tremendously important, 
but which, as a whole, contribute to that good mmpres- 

[TURN TO PAGE 139, PLEASE] 














| PEAC°CK SH°E-SH°P 


| State Street Entrance - Palmer House 
H Two Floors - Elevator to Shoe Selon and Luggege Department 











Give MOTHER— 


A Fashionable and Useful Gift 
— Smart Hosiery| 


Mother appreciates smart things... and bei 

a bit practical doubly appreciates a usefu 
gift. GORDON hosiery in the new skin-tone 
shades is the timely gift for Mother's Day. 


Gordon Narrow Heel Stockings— 
Chiffon, Mid-weight, and Service 


| Gordon Narrow Heel Stockings — 
Chiffon and Mid-weight. . "$150 
Se compiete collection of Gordon Hosiery exhib- 
ited in the Two Hosiery Departments, $1.50 to $4.95 


a“ 


Application for charge account solicited 


PEACOCK SH°OE.SHOP 


| State Street Entrance - Palmer House 
| Peacock Shoe Shops and Agencies in principal cities 
| Mail OrdersGiven Prompt Attention 


OTHER’S DAY each year offers an effective 
M merchandising tieup for the hosiery merchan- 
diser who can tell the public the story of 
Mother’s Day in a new, different and more interesting 
way. This year Mother’s Day falls on May 11. 
Mother’s Day is a day of sentiment, and sales are 
made on the basis of the appeal to love and affection. 
The advertising should therefore be wrapped around 
the heart strings of sons and daughters, as well as of 
fathers. The public should be reminded in a forceful, 
attractive and fetching way that Mother should be 
remembered on Mother’s Day, and that a tribute that 
will be cherished is a gift of hosiery. 
Hahn’s Shoe Stores of Washington, D. C., have used 
some good advertising for Mother's Day with a heart 








insert illustration containing a picture of Mother and 
an attractively boxed gift of hosiery, with the word- 
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HOW TO GET THE 


Don’t Let the Florists Grab Off All 


the Money to be Spent for 
Mother's Day 


The Peacock Shoe Shop in 
Chicago used this effective 
ad in exploiting hose for 
Mother's Day last year 


ing: “—and here’s an opportunity to pay tribute to 
this cherished occasion—in an elegant as well as most 
practical way!” All-silk chiffon full-fashioned hose 
were featured, attractively put up in Mother's Day 


gift boxes. 


DVERTISING should blossom forth well in ad- 

of the advent of Mother’s Day, so that the public 

will think continually about the idea of giving Mother 

some hosiery. This advance publicity can be started |y 

attractive advertising with headlines, such as “‘Mother's 

Day is Coming,” and “Only a week in which to think 

of a suitable gift for Mother’s Day,” and “Just two 

days before Mother’s Day—Have you decided on your 
gift to Mother?” 

Apt phrases which can be used in window displays 
and on store display cards, or in newspaper advertis- 
ing may read, “It is to your Mother and to her good 
principles that you owe your success,” “You owe 
her some useful, beautiful gift of remembrance of 
Mother’s Day,” “Mother would shoose a gift like this,” 
“A beautiful gift which would be appreciated for 
Mother’s. Day,” “Like the love that prompts you, gifts 
on Mother’s Day become more precious with the mei 
ories of each passing year,” “Remember Mother on 
for Mother’s Day,” and “Remember Mother with some 


token or gift.” 


OTHER’S DAY advertising should have an en 

tional appeal which suits the spirit of the occasi 
for Mother’s Day touches the emotional side of human 
nature more than anything else in the world. Por 
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SENTIMENT MONEY 








0 CONNOR & GOLDBERG 


studios w NEW YORK and PARIS 


weive CHICAGO «ores 


Mother will appreciate 
a gift of 
O-G HOSIERY! 





MOTHER'S DAY SPECIAL! 


Our regular $2.50 


0-G INGRAIN 
CHIFFON HOSE 


| 95 


Sheer 3-Thread, 45-Gauge 
In the WANTED SHADES for NOW and SUMMER 


i Appropriate Gift Boxes 
\ 23 MADISON STREET, East 
| 205 STATE STREET, South 4616 SHERIDAN ROAD 





{ 3. E COR. 63RD and MARYLAND | 





through all ages have chanted rhythms to Mother 
and planted in the heart of every individual the senti- 
ment which goes with Mother’s Day. 

Quotations from poetry are also appropriate for dis- 
plays, cards and advertising purposes, such as: 


“T look across the years and see 
Myself beside my Mother's knee.” 
“Tet every day be Mother's Day : 
May roses grow along her way, 
And beauty everywhere.” 
“In the heavens above 
The angels are whispering one to another, 
3ut can find among their burning themes of love 
None so devotional as that of Mother.” 


— Y contests may also be staged for the purpose 
of winning attention and arousing interest in 
Mother’s Day. These contests may be staged for 
children up to 16, or for young folks up to 21, and 
even for adults on Mother's Day ideas, such as: “Why 
I love my Mother.” for children, and “What Mother 
means to me on Mother’s Day,” for young folks and 


grown-ups. Prizes may be offered for the best essays 
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Another Chicago shoe shop 

organisation, 

O’Connor & Goldberg con- 

cern, set up their hosiery 

for Mother’s Day in this 
fashion 





MOTHER'S DAY, Sunday, May 12th 


—and here's an 
opportunity to 


pay tribute to 


occasion —in 


an elegant as 





well as most 
{iactical way’ 


Jor flother 


All this weck—at all oul “Stocking Shops” 


7,200 Par of Our 
regular super-fine 61.45 $ | g 
“LADY LUXURY” 
AU-silk chiffon S prs. 4350 
fall-fashioned hose 
specially reduced 


Attractively pur up to “Mother's Day” Gift Boxes 





the noted 











Including the 
Following Colors: 
Sdver Wing Mode Beige 






Th & K 
3212 14th 


“Women's Shop”—1207 # 


Gunmetal Cuban Send 

ork Brees 

Gunmete "hue 
Peart Blush Muscede 
Boulevard Sun Tan 











And here is how the Hahn 

shoe stores in Washington, 

D C., exploited Mother's 
Day last year 


and the winners announced through newspaper ad- 
vertising. 

In attracting and holding the public's attention the 
last few days before Mother's Day, striking copy 
should be used in the newspaper as well as the window 
display cards, using such messages as “Only two days 
left till Mother’s Day—don’t wait until the last minute,” 
or “A Mother's secret hope—there is only one day left 
to fulfill it,” “Though she won't admit it, she is going 
to be disappointed if you don’t remember her on 
Mother’s Day,” or “Mother’s Day is tomorrow—though 
her hair may be white, her heart will beat with a young 
girl’s delight if you remember her.” 

Little booklets and circulars which tell the story of 
Mother's Day, its origin and its sentiment, followed by 
hosiery suggestions, mailed out to customers and pros- 
pects also produce good results. 

Good advertising posters may be used in the windows 
and throughout the store, calling attention to Mother's 
Day, with such sentiments as the following: 

“Sunday will be her day. Let your gifts be fine 
and enduring, yet with a hint of girlish enjoyment 
which Mothers never cease to cherish.” 

“A gift of hosiery will brighten the day—-and 
keep green those ties that neither time nor distance 

should be allowed to sever.” 

“In memory of the child you used to be, in hum- 
ble gratitude for the love that has been yours, con- 
stant through all the years between, give Mother an 
appropriate gift of hosiery.” 
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NEW THINGS SEEN 








Sheerest of sheers, a 
gauge, one thread all s ‘k 
full fashioned stock 
just produced by 
Merit Hosiery Compa 























A two in one number for 
children giving the effect 
of a_ five-eighths and 
ankle sock. From J. MI. 
Given Company 





New Celanese and rayon 

men’s half hose froim 

Arrowhead, introducing 
a fancy step up heel 


A new vertical mesh idea 
in all silk by Lehigh Silk 
Hosiery Mills, which 
Peck & Peck have named 
the “Straight and 
Narrow” 
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HERE AND THERE 7s 


isa 7 








in interesting vertical 

'g-sag Stripe pattern in 

olf hose for men, made 
of durene yarn 


‘ 


his lace clock runs 
own into the foot of the 
ose and terminates in 
urrows at both ends. A 
camless all silk number 
rom Nonpariel Silk 
Hosiery Company 


Circular stripes on chil- 

dren’s ankle sox are 

much in the fashion pic- 

ture. This particular 

sock is made of durene 
yarn 





New on two counts is 
this stocking. It is 
“feather - fashioned” 
made without fashioning 

marks although full 
fashioned, and is also a 
dull finished hose —45 ; 
gauge three strand. From 

Reinhard Huetting 











This men’s half hose is 
of silk and rayon with a 


Te 


Swiss embroidered clock 4 
and a four thread heel | 
and toe. From D. S. & . 
IV. Hosiery Company ; 


An all silk stocking with 

wide Jacquard mesh 

clock. From Krueger- 
Tobin Company 


oe 
ad 
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FULL FASHIONED 
HOSIERY .. . . Including 


THE MUCH ADMIRED DY | 


The Celebrated 


FEATHER FASHIONED Seo, AY 


Are All Stamped [RED Lively Consumer Infywn 
® 
FashBiyhi 


the mark of certified full fashioned P 
quality. Apart from the exclusive 
improvements of Society Maid Hosi- 

The feather fashioned principle of full shioni the st 

y brought out by Society Maid Hosiery Co. and late he orth 


silk and workmanship, we know of no QUALITY number of other prominent hosiery manui.cturer 
Society Maid licenses, is finding popular ec: isumer first 


way in which a buyer of hosiery can fae US Pa OL 





ery and the matchless excellence of 





ype: : aay f ance. This is indicated, say the Society Maid Hosiiiety Mai 
better satisfy his own critical taste as well as that of by the increasing number of repeat orders from to ex 
his customers than to both feature Society Maid and throughout the country. The same reaction js repofiifto a pol 
hi i hable hall | f li other makers of this new type of stockir it e stocl 
this unimpeachable hall mark of quality narrowing points are concealed. 
in acct 
=e P ° ° Retailers find it profitable to feature and promot ht 
a te Se 6 Society Maid Hosiery Co., Inc. © and promole Hage 2 


Fashion—-a dozen or if 
354 Fourth Avenue, New York 


more Society Maid 


nyse Bits, ilustrated, Mills at Willow Grove, Pa. 
described and priced 


fashioned stockings for the reason that it gives them fibers, so 
end line for the women who are willing to pay deman 
more for this improved type of hosiery styling wantec 
for convenient select Stockrooms at Dallas, Texas, Omaha, Nebraska 

ing and ordering The Merchandise Mart, Chicago, Ill. 


...and now 


Jade presents 
a super twist, 
crepe stocking Pure Thread Silk Full Fashioned H 


BEAUTY 


The vogue for crepe stockings is in- DURABILITY 
creasingly manifesting itself, and Jade 

offers a real, super crepe twist stocking ECONOMY 
to meet this demand. 


discriminating wo- 
man’s hosiery. Ruby 

. ; Ring combines all = 
this better made crepe stocking. three. They fit—they By, 


Order now for prompt delivery. No Runs Will  wear—they are mod- TM, a8" 


The requisites of the 


Many shops are making more than their 
usual profit because of the excellence of 


Go Below the f ‘fyi 
RUBY RING. __ erately priced. QUALITY 


Ins DE FA OSs 1€Y Ul PATERSON MUTUAL HOSIERY MILLS, Inc 


267 Fifth Ave., New York City 





Elliott Hosiery Co., Inc., Makers Mills: 


Patersen, N. J. 


258 Fifth Avenue, N. Y. Philadelphia, Pa. San Francis 
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r Infywn for New Feather a 
Specialization In 


; ashi rh 1 ngs Ingrains! 


N this age of specialization, one must 
make every effort to perfect the thing in 
Which he specializes. 












ONT TTT 


ee 


‘ashionicf—f# the store “trades up” with no conflict between this HAT is what the Harris Silk Hosiery Co 
’ is doing with Ingrains . specializing 


nd lateiilf the alo ve of cking 
uu the orthodox type of stocking. in guaranteed 45 and 51 gauge stockings 





sumer first il troducing feather fashioned stockings, the *ARE is taken to obtain the best raw ma 
my eee he 7. 4 f terials on the market... experts 
1 Hos ty Maid | losiery Co. has increased the area of fash- manufacture this into sheer, clear hosiery, 
Pees ¢ eas : » ell ¢ uniform in color and flatteringly beautiful. 
rom rpg to exte d from a position high up on the calf of the eects Guniainns aan tous “We Acteeeeneme 
n is pen }a point just above the ankle, which greatly beauti- of Fine Hosiery."’ 
the stocking and adds materially to the wear. Send for Samples and Color Card! 





Created by: 





) in accord with the popular demand they have currently 
promote #§eht out two Dull Twist or genuine Grenadine Twist Harris Silk Hosiery Co. 
ives them filers, so that a retailer may now fully satisfy the better Springfield, Mass. 
pa demand jor feather fashioned stockings with styles NEW YORK OFFICE: 389 FIFTH AVE. 
styling | wanted weights. LEE & COWAN, Selling Agents 











NVOGLO’ 


LUSTERLESS 
SILK STOCKINGS 
Hosieg§ ... the sheer stocking made 


of a special high twist silk 
that gives it the crepe effect 


and the lasting auness: NE 
OGLO 


It’s lace clocked stockings 








¢ E are ready to serve 









you with them in 









sheer chiffon-silk from top 






to toe. 






Full range of fashionable 


shades. 
WRITE FOR SAMPLES! 

























No. 65 i silk stockings have 
= Noglo Full Fashioned. renee aapete ~~ oF 
Silk from top to toe. Self ||| haustive tests to wear 
( colored picot top. $15.00 | befter with less ten- 
| doz. to retail at $1.95. dency to ruff cr snag 
In the newest shades. and have a greater 
ateusr7 tensile strength. 
m7 No. 37 
. Hosier | Noglo Seamless. Silk 
yutors Ins from top to toe. $9.75 
ying doz. to retail at $1.35, 
. In five suntan shades, *Reaistration applied for 
FEDDEN BROTHERS COMPANY, Inc. 
LS, Inc. Now located in our offices in the new Hosiery Building at 






385 FIFTH AVENUE, NEW YORK 
(At the Southeast Corner of 36th Street) 


MILLS AT SHILLINGTON, NEAR READING, PA. 


TRIUMPH HOSIERY MILLS wc. 


ifacturers of Full Fashioned and Spring Necdle Silk Stockings 
902-10 BROADWAY ~NEW YORK Mills Philadelphia and York, Pa. 






Ma 







8 
Chieap 
Franelse 
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WENT Y TIMES 


A YEAR 


The Cowan-Nankin Shoe Store, 
Miami, Fla. Turns Its Hosiery 


HEN a hosiery depart- 

ment of a shoe store 

can show a turnover of 
one and three-quarter times 
each month, it indicates that 
there is a good organization and plan of concerted 
action behind the department. And this is true in the 
hosiery department in question, that in the Cowen- 
Nankin Shoe Stores, Inc., operating on the main busi- 
ness street of Miami, Fla. 

The location of the hosiery department in this shop 
is identical with that in the majority of such establish- 
ments—just inside the front entrance. Here it is 
divided into two sections ; on one side is displayed hose 
for women, on the opposite wall is arranged the stock 
of men’s hosiery. This conforms to the arrangement 
of the shoe stock. About ten feet of shelving is used 
for women’s hosiery, and a little less than this for the 
other line. Glass-faced cabinets hold the stock and 
keep everything in a clean and orderly condition. 


NLY one salesperson is employed to care for these 

two stocks. So close together are the two counters 
that it is not a difficult matter for her to do this. And 
the clever lady who so successfully runs this depart- 
ment of the store is Mrs. Georgia Hough. Mrs. 
Hough has been with the Cowen-Nankin Stores for 
some years and is thoroughly acquainted with the line 
which she controls and also is in full accord with the 
policy of the company. And after everything else has 
been said it is the cooperation of every employee of a 
concern—the steady teamwork of all concerned, that 
makes the difference between success or failure of a 
business. No matter how well the organization is set 
up, in spite of any amount of attractive merchandise 
to be offered the public, if those on the inside—the 
employees—are not working for the advancement of 
the business, the lack of cooperation will eventually 
result in disaster and loss of business. In this store 
there is a particularly friendly feeling among the many 
employees and loyal cooperation throughout the entire 
organization. All the salesmen on the floor work on a 
direct salary; so does the manager of the hosiery de- 
partment. She also serves as cashier and operates the 
two cash registers, one each for the men’s and women’s 
shoe trade. These cash registers are located in the 
two hosiery sections, and so it is not a difficult matter 


Stock. This Article Tells How 
They Do It. 


for Mrs. Hough to ste} from 
one counter to the other, |; 
might also be mentione:! tha 
the wrapping desks are c'ose t 
the cash registers, thus {acilj- 
tating the work of the salesmen. There is another ad. 
vantage here; frequently the customer follows a cler} 
to the desk and waits for change and parcel. Righ 
at hand are the displays of hosiery, and it often means 
that in just this minute spent at the desk the waiting 
customer is interested in something which he «or she 
sees, or to which the clerk has called attentio:, and 
makes a further purchase of hosiery. Propinquity does 
the business. 

While all the salespeople are working on a sti 
salary, a commission is paid on all hosiery sales 
clerk at the counter gets 5 per cent while the salesmen 
on the floor get 3 per cent. This makes 8 per cent 
paid on every pair of hose sold, which is somewhat 
higher than the average rate paid. There is a reason 
for this, and it works well. It offers an inducement t 
every salesman on the floor to sell as many pairs of 
hose as possible, for the little 3 per cents mount up in 
the course of a month; and the clerk at the counter is 
not adverse to receiving the 5 per cent which accrues 
to her credit on every pair sold. No personal feeling 
of like or dislike of one clerk for another enters int 
the transaction; each is working for himself or her- 
self, and what helps one helps the other. 
man suggests to a customer that the proper shade oi 
hose to be worn with the shoe just purchased may be 
found at the hosiery counter. He escorts the customer 
to the counter and requests that Madam be shown such 
and such a color and number. When the sale is mad 
he is credited with 3 per cent, while the clerk making 
the sale gets 5 per cent. The salesmen do not sell the 
hose direct; but they do recommend what should bi 
worn and thus create interest enough to make a sale 


The sales- 


possible. 


VERY salesman on the floor is thoroughly familiar 
with the entire line of hosiery carried. Each morn- 
ing before the store is opened there is held a meeting 0! 
all salesmen. Suggestions are made for conducting tht 
day’s business and other necessary details attended to 
At this time hosiery is introduced, and a tieup between 


what is to be pushed in the way of shoes made with 
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One girl is able to care 

for this hosiery section 

and one opposite it and 

also act as cashier for 
the shoe store 


the hosiery. This cooperation between the two lines 
is of great value in keeping both stocks clean. 

When a new shoe is purchased, swatches of the 
leather are obtained and sent to the mills to be matched 
in hosiery. When the shoe arrives the hosiery is at 
hand also. In introducing a new line the matching hose 
is featured in the newspaper advertising and in the 
window display. This method has its advantages in 
that a customer is assured of being able to match the 
shoe with the correct shade of hose. Another good 
feature of such advertising is the psychological reac- 
tion to the customer; it is EXPECTED that hosiery 
will be purchased to match the new shoes. When such 
new stock is being on sale the event is discussed in the 
daily meeting of the salespeople. The correct name 
for the new hose is given and this name is always 
used. A salesman will not refer to “suntan” but to the 
exact name of the particular shade that should be used 
with the shoe. When introducing the customer to the 
hosiery clerk he requests that she be shown this par- 
ticular color of hose. Somehow it adds dignity to the 
work to use a definite word in describing some wanted 


color and not just designate the shade as “light tan,” 


“dark gray,” “a deep brown.” Customers rather take 
dD J 
to the idea of wearing a shade that is of sufficient im- 
ortance to warrant it being designated by a definite 
s Ss y 
name. 


HE stock in these two hosiery departments is kept 
absolutely fresh and new. Every Saturday night 
orders are sent in by wire for replacement fills. Because 
of this method the stock is always complete as to colors 


HOSIERY AND ACCESSORIES 
SECTION 











and sizes. Each pair of hose is given a special ticket, 
and when sold this ticket is dropped into a receptacle. 
From these tickets the refill orders are made out daily. 
Should it appear that any one number is getting dan- 
gerously low, then a wire is sent immediately for stock, 


but ordinarily the Saturday night wire is sufficient to 


keep supplied in a satisfactory manner. 


NOTHER plan that is helpful in keeping the stock 
clean and fresh and does not allow of an accumu- 
lation of unsalable hosiery is this. When a sale of shoes 
becomes necessary for any reason, then a corresponding 
sale of hosiery is offered. The idea is that if the shoes 
which call for a certain type of hose are being cleaned 
out, then it becomes necessary to also clean up on the 
hosiery. And, again, many sales of hose are made at 
the reduced price because the customers appreciate the 
opportunity to purchase both shoes and hosiery at a 
saving. This plan has been most satisfactory and it 
has enabled the stockkeeper to keep an attractively 
clean stock at all times. It has eliminated the necessity 
of taking too drastic a reduction on some line that is 
proving to be a “sticker” in order to get it off the 
shelves. Cooperation between the two stocks, shoes 
and hosiery, result in a decided saving in markdowns. 
Only hose of first quality are ever offered; thus a 
customer soon learns to appreciate the fact that no 
matter what price she may pay for hose at Cowen- 
Nankin Stores she is getting A-1 quality. The price 
range is not too wide; there is not sufficient space 
provided to carry an exhaustive line. Prices range from 
$1.15 to $3.50. 
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HOSIERY DISPLAY 


MONG the window displays that you 





want to install soon will be one featuring 
hosiery for the June bride. 
This will also get the attention of the briv 
maids and attendants and should interest them 
in buying new hosiery for this important occasi 


The principal thing is to get a June wedd aes 


suggestion in the window and we have done . 
0 


with a decoration of a floral arch and a wedd 
bell. 


The arch is easily made out of pliable strips 


me! 
par 
fixt 
top 


bec 


wood or wire wrapped in tissue paper or cloth. 
this arch is then fastened artificial foliage. 

The bell can be either flat or rounded in 
relief. If flat it can be cut out of wallboard ; 
covered with scissored crépe paper, but better s 


plu 


fro 


with a mass of small artificial flowers. If the | is 
S 
is done in full round shape, it is best to mak fi 
wire frame and cover it with the scissored cr isi 
€ 
paper or flowers. 
ack us , ' an 
This gives you a chance to feature white se 
pastel shades of hosiery, as these are the col: ae 
used by brides and _ brides- 


maids. 

Our illustrations show 
what fixtures to use and 
how to arrange them, as 
well as showing how to 
place the hosiery. 

The  showcard _ reads: 
“Sheer Chiffon Hosiery for 
the Bride.” 
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WINDOW SERVICE 


N this window silk panels are used back of three unit 
groupings of hosiery. These are wall-board panels 
covered with satin and decorated at the tops with 

scrolls cut out of wall-board and painted in gold. A 
simple floral design has been painted on them in gold. 


Wallboard grills are ones — 
used between the panels. ie de othe % 
In front of each panel is o. wn 
then arranged a grouping 
of hosiery. The arrange- 
ments in front of the side 
pancls are made on tree 
fixtures that are placed on 
top of pedestals that have 
been covered with plaited 
plush. 

The fixture used in 
frout of the central panel 
is very novel and attrac- 


tive. It is a head and 





arms cut out of wallboard 
and painted a flesh tint 
and with eyes, mouth and 
hair painted on in natural 
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colors. Real beads and ear-rings add a further bit of 
novelty to this fixture. The extended arms are used 
as a fixture over which to drape hosiery. This cut-out 
head and arms is to be fastened to any upright fixture. 

The two fixtures on the floor of the window and at 


~ a 2 


“ts — 
eer ee 
Ce SD egg tunt 


sot | IEE a, 
‘ye. * 





either side of the show- 
card are made by taking 
curved wooden garment 
hangers and mounting 
them on the top of metal 
stands. This curved or 
bow effect gives you a 
new arrangement for your 
hosiery draped over the 
top. 

Our first photograph 
shows clearly the making 
of the background panels, 
the fixtures to use and 
how they are arranged. 

Our second photograph 
shows the arrangement of 


hosiery on the fixtures. 





WHERE [TO MATCH 





Nat Lewis Purses 


are distributed to the important retailers of 
America, and are now made available because 
of increased manufacturing facilities to fifty 
style-conscious shops. 


Solid colors and striped toyo 
cloth with smooth calf and 
patent leather trim. Lining 
of glazed chintz. 


\ 


|p RDP PP PIRI DD KKK: 
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Sound Merchandising ! 


Dealers who are alert to the profit-making pos 
sibilities in handbags are rapidly increasing. They 
are buying handbags that will match or harmonize 


with their shoes. 


The era of two and three profit sales per customer 
is at hand. Whether vou are handling handbags 
or intend to stock them send your inquiries to 
manufacturers who understand your problems. 





TAILORED BAGS 
To Match Bench Made Shoes 
The House of Nadelhaft specializes 


in making the highest quality tailored 
bags to match the finest shoes. 


Pastel patent leather with 
black patent front. Orna- 
ment of crystal with colored 
enamel inlays. Lined in 


nak lewir 


repeated on shoe. 
s wholesale corporation a 


578 mvadizon averve 
new york 





A Wide Range 
In Prices 

For Merchandise 

of Rare Quality 


“Up to the minute” styling 
is the daily watchword of 





Inquiries solicited from retailers. 


Striking shoe and bag ensemble in light beige 
and snake combination. Trim design on bag 


i “ery chic. 





the Palter craftsmen. The 
wants of the retail mer- 
chants are given careful 
consideration before offer- 


Manufacturers 
Listed 
In These Pages 
Render A 


Valuable Service 


Priced to retail 
from $7.50 up. 








If Your 


Customers 


. demand smartness and 
tailoring in their bays, you 
will do well to inspect ou 
style line of fine bags. Our 
prices are reasonable. 





NADELHAFT BROS., Inc. 
100 Fifth Ave., N. Y. City 


Our Summer season offer 
ings include an array of in- 





ings are made. 


Tastefully designed 
pouch bag and shoe 
of fine quality calf, 
trimmed with genuine 
lizard or watersnake 
(optional) in com- 
bination with Astra- 


lac. 


PALTER LEATHER 


GOODS CORP. 


142 W. 26th St., 
N. Y. City 





expensive items in Shantung, 
faille and crepe which are a 
delight to the eve. 


Tailored pouch shaped 
bag of black box calf 
with combination metal 
and Java lizard bar fas- 
tening. The last word 
in smartness. $84 pe) 
dozen. 


LONDON FASHION 
BAG CO. 


36 E. 31st St., N. Y. City 


Tw 
Wol 
mon 
mou 
thei 
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AGS AND SHOES 


Are Guesses Gambles ? 60 Years of Handbag Making — 


Style has become the predominating factor in the We make a specialty of manufacturing bags to 
bag and shoe industry. The retailer who tries to match shoes. Our bags are successfully sold by 
the better shoe dealers. To retail from $7.50 to 
 ¢ $15.00 
tures. p19.0U. . 
- A very effective ensemble of 
7 : ; shoe and bag. Bag is envelope 
Most successful dealers rely on the judgment of type, black calfskin trimmed 
with Java lizard, made up im 
car wooee various contrasts to suit shoe 
ground. [he products of such a group are dealers. 





guess his customers’ probable wants is gambling 


manufacturers who have their “ears to the 


made in response to a definite consumer demand 
arising from the “crucible” where style originates. 


Retailers who purchase the bags made by manu- 





facturers listed in these 





pages, eliminate the ele- 


ment of guesswork. TAILORED BAGS TO 
MATCH BENCH-MADE SHOES 


Now— Bags by I. Miller match the shoes 
Another Profit not only in color, material, and 


motif, but in quality of material 
From Each and workmanship. Designs gladly DEITSCH BROS. 


submitted. Write for further details. 135 Madison Ave., 
Shoe Customer N. ¥. City 











Two Outstanding wy Handbags 
Models and the 


Two typical products of the e Af Modern Woman 

Wollison line are shown this a 

month. Retailers are unani- 

mous in their praise, and No accessory plays such 

their sales tell the story. an intimate role with 
1. MILLER, Bag Department 

151 Ww. 46th Street, New York 








womankind as the hand- 
hag. It is constantly with 


her or within convenient 





No. 1785—Back strap a 
pouch bag of box reach. It is deftly han- 


calf trimmed with 4 dled many times a day, opened and closed, ex- 
lizard or watersnake ; : 


moire or satin lining. plored, subjected to the elements, and in many 


ways receives as much usage as the shoe. 


Is it any wonder, therefor, that a woman is very 
particular in her choice of bags, and demands a 
product which only careful workmanship can 
No. 1775—Underarm bag produce ? 

trimmed with lizard or : 
watersnake panels, with If you don't see what you want—write to the manufac- 
false monogram : cut-out, turers on these pages, or to th 


mowe or sain Hning. HOSIERY AND HANDBAG SUPPLEMENT 
A. WOLLISON & SONS Boot and Shoe Recorder, 239 West 39th St., N. Y. City 
43 East 19th St., N. Y. City 
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DECORATION TO THE FORE = 


Pipings, Overlays and Jewel green 
with | 


Ornaments Reach New Heights and b 
cover 


ly dre 


the Handbag Manufacturer arate 


3 


in Latest Productions of 


HEN the Avenue started to feature blac! 


° ° ° yr k1 
wear with reptile trims, the bag merchant. were 
yorts 
quick to sense a new black bag era. Smooth at 
: 7 is vig 
leathers as well as patent are to be featured i: high 
; ; ‘ er e , youth 
style and the combination of kid or calf and reptile in : 
: , m se uses | 
shoes complement the calf and reptile bag. This will ; 
: ee ° ‘ - ‘ the c 
translate itself into suede, calf, or reptile for fa 
, i ‘ ‘ : popul 
Because of the sweep of the line in the sho aI 
, ; in ha 
appliques and inlays, the bag decoration has become a si 
ing 


serious problem. Too generous appliques give a rather 
patched appearance while not enough suggest somber 
and middle-aged numbers. Women have become sensi- 
tive to proportion. No longer does she select bizarr 
or over-decorated accessories. Color accents and subtle 
corner pipings, and the use of semi and precious stone 
ornamentation have taken the bag from the field of just 
use into a jeweled accessory class. Pipings both as 
trims and as decoration for fittings have changed the 
character of bag accomplishment. 


ATENT leather in large envelope types with 
modernistic metal clasps and suede are important, 
as is the dull calf skin for town wear. Suede super- 
imposed on a patent background is high fashion and it 
is anticipated that the suede bag will be the next big 
bag feature for fall. The Sunday night bag is becom- 





The two bags at the top are interesting 

versions of the pouch type, showing a 

clever use of piping. Both are of shoe 

calf in black or color and the second 

employs a trim of natural python. 

Both bags from the Palter Leather 
Goods Corporation 


At the bottom is a clever modernistic 
envelope bag of shoe calf with a snake 
trim, from Deitsch Brothers 
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ing more and more necessary. French women are 
5 


carrying the antelope or suede bag with real and semi- 























£ - precious mountings. However, fabrics in luxurious 
weaves are all important and it is anticipated that this 
fashion will be in America very shortly. 

Because of the blue importance and the anticipated 
ereen ior fall, the suede or calf bag in blue or green 
with java lizard trims are necessary, in order to match 
and blend with costume and shoes. The French frame 
covered with the bag leather is the fancy of the smart- 
ly dressed woman, but in popular priced bags the sep- 
arate frame covering is anticipated. 


PLIT change pockets are also necessary in all 
S vrades. Metal clasps in antique and bright discs 


or knobs of different sizes are shown on all the im- 


ba ports. Modern jewelry is reflected in the detail that 
hick is vigorous and sturdy. There is a reflection of the new 
ile in youth that is being expressed ms rance cony m he 
) ps uses of lacquers, enamels, and engine turning motifs on 
= the clasps and frames of the bags are becoming quite 
7 popular even in this country. This modern art vogue 
vii in handbags will in time develop into an accepted styl- 
— ing for daytime and smart semi-formal expression. 
ather , 
«omber 
sensi- 
1 Zarre 
subtle 
stone 
yf just 
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Java lizard, with a delicate piping of kid and 





an unusual fastening ornament, feature the 
pouch shape at the top. From Himmel & 
Isaacs 






ecom- 









An unusual all over watersnake bag with 





bar fastening covered in watersnake. Irom 






London Fashion Bag Company 






A combination of shoe calf and watersnake 






in an interesting bag from Tlimmel & 






Isaacs 






A dressy, semi-formal bag of moire in en- 
velope shape and carrying a jeweled orna- 


ment. Piping is of kid 







At the bottom is a bag of shoe calf with a 






belt like contrasting trim carrying a metal 
slide. The colored beaded handle strikes a 





new and interesting summer fashion note. 
Both bags from Deitsch Brothers 
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LOOKING 


T Hilk reputation of the 
hosiery stocks in the State is credited to Boylan & 
Pearce, Raleigh, N. C. And it is Miss Elsa Hilker 
who comes in for this fine showing. 


having one of cleanest 


Part of this reputation is due to her ability as a 
buyer and part to a store-wide event in which each 
Such odd lots 
as may turn up during the week are put out on the 
counters at a special price this day, but the trouble 
here is that there are so few odd lots that more often 


riday is designated as Remnant Day. 


special merchandise has to be bought for the Friday 
selling. 

During the past year the hose lines carried have 
been reduced from nine to five. This means one com- 


plete line and four short “sweeteners.”” Last year’s 
figures show this procedure very satisfactory from a 
turnover, net profit and increased sales viewpoint. 
Considerable prestige in this department has been 
built through the completeness of the children’s hosierv 
stock. 
hosiery busingss can be done unless particular atten- 


Miss Hilker is at a loss to see how a volume 


tion is paid to the children’s needs, especially if one is 


located in one of the smaller cities. 








a 


—" 
a Pe ~ 


ITH virtually every store offering a tabk 
voted to bridge prizes there are several oj} 
hosiery shops in Chicago that have prepared s 
Shayne & 
have worked out some packages, gaily wrapped 


John T. 


packages for this prize table. 


made to appear as one of the most exclusive gifts | 


is possible. This same idea is applied to the 
package and if the size is not correct for the wi 
these are changed. 

Another store that has made a big business o} 
it to be most successful, with the 


and found 


publicity, is Hanan & Son. 


The buyer of this secti: 


Miss Martha Panser, has had special boxes made, 


silver, gold and red with silhouette figures in blac 


that hold one or two pairs of hose. As many ol 


parties are now featuring a prize for every tabk 


— 


IN ON SIPLhs 


one pair idea is popular and as these boxes are smart 


in appearance, and tied with brilliant colored chit 
or satin ribbon, the effect is stunning when laid 
on the prize table. 

Hanan’s frequently carry a line in their occas 


fon 


out 


Na 


hosiery advertising stating that boxes of hosiery ar 


wrapped and tied for gifts and prizes. 


Every little boy’s kingdom includes a 
horse. R.H. Macy & Company used 
this interesting fact in a recent dis- 
play window devoted to children’s sox 
The use of the little wooden toy fig- 
ures as display racks also strikes a new 
and novel note in window trimming 
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‘ 
Shee } Service 
e de ALLEN-A 
the 1. Naturelle 1. Naturelle 
eee 2. Muscadine 2. Muscadine 
- 3. French Nude 3. French Nude 
0 4, Ecstasy 4. Ecstasy 
3. Egeshell 5. Eggshell 
ind 
that ARCHER 
r1Ze 1, Rosador 1. Gunmetal 
Hiner 2. Grain 2. Grain 
3. Gunmetal 3. White 
4. Allure 4. Rosador 
this 5. Beige Clair 5. Misty Morn 
right \RROWHEAD 
1on, 1. Grain 1. Rosador 
e, in 2. Ivoire 2. Sunbask 
lacl 3. Dream Pink 3. Grain 
sae: 4. Rosador 4. Ivoire 
the 5. Suntan 5. Dream Pink 
th ARTCRAFT 
_ 1. Avril 1. Avril 
tton 2. Whimsy 2. Whimsy 
: 3. Suntan 3. Mushroom 
= 4. Mignon 4. Tangle 
5. Beige Blonde 5. Castor 
_ AS-YOU-LIKE-IT 
” 1. Plage 1. Beige Clair 
2. Beige Clair 2. Boulevard 
3. Boulevard 3. Vendome 
4. Vendome 4. Plage 
5. Grain 5. Gunmetal 
BELDING-HEMINGWAY 
1. Blonde Dore 1. Tansan 
2. Rosador 2. Suntan 
3. Beige Clair 3. Light Gunmetal 
4. Suntan 4. Blonde Dore 
5. Fog 5. Fog 
BLUE MOON 
1. Rose Dijon 1. Muscadine 
2. Blonde Dore 2. Beechnut 
3. Plage 3. Blonde Dore 









CADET 


1, Beige Clair l. Beige Clair 
2. Pearl Blush 2. Nude 

3. Ivoire 3. Ivoire 

4, Light Gunmetal 4. Rosador 

5. Plage 5. Allure 
HOSIERY AND ACCESSORIES 
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AS REPORTED BY LEADING 


© ¢ 


Sheer 
CORTI( 


1. Light Gunmetal 











© 


Servue c 
-ELLI 


Plage 


1 
2. Nude 2. Crystal Beige 
3. Plage 3. Light Gunmetal 
4. Duskee 4. Duskee 
5. Crystal Beige 5. Nude 
DEXDALIE: 
1. Rose Taupe 1. Rose Taupe 
2. Beige Clair 2. Oriental Beige 
3. Oriental Beige 3. Rose Metal 
4. Rose Metal 4. Beige Clair 
5. Midi 5. Samoa 
DURHAM 
1. Beige Clair 
2. Pearl Blush 
3. Muscadine 
FEDDEN 
1. Fantan 1. Sunbask 
2. Breezee 2. Sahara 
3. Boulevard 3. Gunmetal 


Nt wh— 


mnkewhr— 


mnrwhry— 


WON 


FINE 


Plage 


. Afternoon 


Beige Clair 


. Boulevard 
. Misty Morn 


GOLD 


Beize Clair 


. Ivoire 
. Champagne 
. Muscadine 


Rosador 


GORI 
Clair Tan 
Sportan 


Meteor 
Lighten 


. Rachelle 


GOTI 
Duskee 
Manon 


. Muscadine 


Pawnee 
Rendezvous 


RY 

1. Plage 

2. Light Gunmetal 
3. Grain 

4. Misty Morn 

5. Afternoon 


MAID 

Grain 

Beige Clair 
Muscadine 
Rosador 

. Light Gunmetal 


Wt Wh 


ION 


1AM 


1. Afternoon 
2. Duskee 

3. Pawnee 

4. Rendezvous 
5. Sable 


ae 
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3. 
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Sheer 













HARRIS 


Sun Tan 


. Eperney 


Dueotone 


. Javette 
. Turt 


Tan 


HOLEPROO! 


. Silhouette 
. Gunmetal 
. Grain 


No. 1 


Ponjola 
Bamboo 


1. Grain 
2. Gunmetal 
3. Silhouett 
4. Bamboo 
5. Ponjola 


No. 1 


HOLYOKE 


. Jamaica 
. Romany 


Fiji 
\li Baba 
Nassau 


HEU 
Muscadin 
Plage 
Seige Clair 
Light Gunmetal 
Rendezvous 


IRON ¢ 


Beige Clair 
Ivoire 

Plage 

Light Gunmetal 


. Dream Pink 


TIG 

1. Muscadine 

2. Plage 

3. Light Gunmetal 
4. Sable 

5. Manon 

LAD 

1. Beige Claire 

2. Light Gunmetal 
3. Ivoire 

4. Plage 

5. Crystal Beige 


LARKWOOD 


Boulevard 
Beechwood 


. Biscayne 


1. Boulevard 
2. Biscayne 


3. Windblown 


MASTERPIECE 


. storm 


Maytan 
Seaside 
Daybreak 
Muffin 


McCAL 


Shadow 
Copal 
Gunmetal 
Yarro 
Rachell 


(CONTINUI 


1. Prairie 
ra Seasick 
3. Mayfair 
4. Storm 

5. Daybreak 


LUM 


1. Gunmetal 


2. Shadow 
3. Sunmode 
4. Yarro 
5. Copal 


Db ON NENT PAGE) 
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Sheer Service Sheer 


MERRILL 
. Muscadine 1. Light Gunmetal 
. Almond 2. Muscadine 2. Champagne 
. Naive 3. Tea Time 3. Plage 
. Light Gunmetal . Almond 4. Light Gunmetal 
. Sable 5. Sable 5. Muscadine 
MOJUD 

1. Manon 
2. Sable 
3. Tan Nude 
4. Plage 
5. Crystal Beige 
PHOENIX 

1. Peach 

2. Graele 

3. Skin 

4. Vanity 

5. Castor 
PROPPER 
. Peter Pan 
. Tropical Tan 
3. Surf Tan 
. Dueotone 
. Kasha Dore 


QUAKER 


1. Beige Clair 


. Manon 

. Plage 

. Tan Nude 

. Crystal Beige 
. Beige Clair 


. Flesh 

. Peach Skin 
. Eggshell 

. Crystal 

. Nocturne 


. Peach 

. Skin 

. Graele 

. Castor 

. Gunmetal 


. Sunbask 

. Deauville 
. Sable 

. Evenglow 
. Sunbrown 


MmkhwWh— 


. Light Gunmetal 
. Plage 
3. Beige Clair 
. Rendezvous 
. Muscadine 


. Manon 

. Rendevzous 
. Plage 

. Duskee 

. Muscadine 


READING MAID 


3. Blonde Dore 
2. Florida 
3. Sable 


RIVOLI 


. Boulevard i. 
. Tawney 
. Plage 


° Rosador 
2. Muscadine 
. Blonde Dore 


. Beige Clair 

. Light Gunmetal 
. Breezee 

. Mirage 

. Ivoire 


. Sunbask 
. Sunbrown 
. Blonde Dore 


. Grain 

. Spanish Nude 
Plage 

. Breezee 

. Boulevard 


Boulevard 
Plage 

. Manon 
Florida 

. Blonde Dore 





2 
3 
. Florida 4. 
5 


. Blonde Dore 


ROMAN 


ROLLINS 


1. Beige Clair 

2. Plage 

3. Champagne 

4. Light Gunmetal 
5 


STRIPE 


1 


2. Miami 
3. Atmosphere 
4. Mimosa 


a 


ROMILLA 


1 


2. Sunbask 
3. Deauville 


5. Afternoon 


ROSAINE 


1 


y 


3. Pl 


4 


2. 


RUBY RING 


1 
2. 
3 


SOCIETY MAID 


1 
2 
k 
4 
5 


TITANIA 


1 


2 
3 
4. 
5 


Sheer Serz \ 
TREZUR 


. Basque Brown 1. Nude 

. Suntan 2. Grain 

. Gypsytan . Cuban Sand 
. Mirage . Havana Beig 
. Muscadine . Sunbask 


Service 


. Grain 


TRIUMPH 
. Plage 1. Plage 
. Pancho 2. Pancho 
. Manon . Manon 
° Opal . Beige Clai: 
. Light Gunmetal 5. Opal 


. Boulevard 


. Wrought Iron 


. Sable VALCOURT 

. Gypsytan 1. Plage 

. Walnut 2. Rendezvous 

. Elephant 3. Walnut 
Python 4. Gypsytan 

. Muscadine 5. Naive 


. Tanray 


. Light Gunmetal 
. Rendezvous 
age 

. Beige Clair 
Muscadine 


VANITY FAIR 


. Beige Clair 1. Plage 

. Plage 2. Light Gunm.t: 
. Manon 3. Beige Clair 

. Grain 4. Grain 

. Sable . Light Gunmetal 5. Sunbrown 
. Light Gunmetal 
. Sunbask VAN RAALTE 

. Manon 1. Manon 

. Rose Dijon 2. Sunray 

. Sunray 3. Light Gunmetal 
. Lustre San . Lustre San 

. Eggshell 5. Beigine 


. Light Gunmetal 
. Beige Clair 
. Breezee 
. Plage 
. Muscadine 
WESTCOTT 

. Lido Blue 1. Florida 

. Plage 2. Blonde Duc! 
3. Orchid 3. Cameo 

. Muscadine 4. Eggshell 

. Rose Mist 5. Farmosa 


. Sable 

. Duskee 

. Boulevard 
Sunbask 

. Seasan 








Color Card Ass’n Celebrates Crystal Anniversary 


HE entire list of officers and directors of the 

Textile Color Card Association of the United 
States was reelected at the association’s fifteenth annual 
meeting at the Hotel Astor, New York, on April 17. 
The meeting was followed by a luncheon largely at- 
tended by leaders in the textile, millinery, shoes and 
hosiery and other industries. 

In her annual report, Margaret Hayden Rorke, man- 
aging director of the association, reviewed the accom- 
plishments of the association during the past year. In 
discussing the association’s efforts to build a greater 
interest and appreciation among retailers for color co- 
ordination, she said: 

“Since we can justly claim being the pioneers of 
color coordination and the chief exponent of the eco- 
nomic value of color stabilization, it is with a great feel- 
ing of gratification that we can report that the past 
year has seen a rapidly increased awakening on the 
part of retailers to make use of and apply our prin- 
ciples in the merchandising of the ‘ensemble.’ We 


issued at a great expense our large comprehensive 
color correlation chart. This has received unqualified 
commendation from leading retailers and large buying 
groups. Through the activities of the past year, 
wherein we have obtained the affiliation of a larger 
number of department stores than ever before, we icel 
confident in predicting that 1930 will see a far greater 
color coordination in retailing than ever before.” 
Officers are Edward S. Johnson, president; Charles 
Pinnell, first vice-president; Roy E. Tilles, second 
vice-president ; Adolf Muller, treasurer; Mrs. Margaret 
Hayden Rorke, secretary and managing director. 
Directors: Edward S. Johnson, James G. Johnson 
& Co.; Charles Pinnell, Fred Butterfield & Co.; Roy 
E. Tilles, Gotham Silk Hosiery Co.; Adolf Muller, 
National Ribbon Co.;. William Hand, John Hand & 
Sons; Albert L. Gifford, Worumbo Co.; John C. Me- 
Keon, Laird, Schober & Co.; Alfred L. Simon, Alfred 1. 
Simon & Co.; P. J. Wood, Oritental Silk Printing ©» 
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NEWS OF 


ASHION will be one of the most important, if not 

the dominating feature of the twenty-sixth Knit- 
tings Arts Exhibition to be held at the Philadelphia 
Commercial Museum, May 12 to 16, and of the annual 
convention of the National Association of Hosiery and 
Underwear Manufacturers which will be held, also in 
the Museum on May 15. 

One of the principal addresses at the convention 
will be made by R. C. Kramer, associate director of 
Amos Parrish & Company, one of the outstanding 
fashion organizations of the country. 

The knitting arts exhibition, too, is taking cognizance 
of the importance of fashion. Many of the exhibits of 
machinery, chemical, yarns and other appurtenances of 
the manufacture of knit goods have to do with fashion 
and color. Of particular interest will be the latest types 
of knitting machinery, yarn throwing machinery, etc. 
upon which are produced some of the new ideas that 
have come into the hosiery trade within the past year. 
Due to the many new methods and types of hosiery that 
have come into the market lately, the machinery and 
mill equipment exhibits will hold great interest for the 
hosiery and underwear manufacturers visiting it. 

The convention itself has been limited to a morning 
session, and aside from routine committee reports, etc., 
only two addresses will be made, the talk on “Fashion 
on a Business Scale” by Mr. Kramer and the annual 
address of the president, John Wyckoff Mettler, of the 
Interwoven Stocking Company, New Brunswick, N. J. 


XY 


The annual meeting of the Hosiery Distributors’ In- 


stitute will be held on the afternoon of May 5, in New 
York, at a location to be selected later. The meeting 
will he followed by a dinner at which the principal 


speakers will be Dr. George William Taylor, professor 
of economics at Albright College and author of the 
recently published book, Significant Post War Changes 
in the Full-Fashioned Hosiery Industry, and James L. 


HOSIERY AND ACCESSORIES 
SECTION 


THE TRADE 





ri, manager of the merchandise managers’ division 
of the National Retail Dry Goods Association. Dr. 
Taylor will talk on manufacturing problems, while Mr. 
Fri will speak on the problems of distribution. 


KY 


The Baker-Moise Co., Dallas, Tex., wholesaler of ho- 
siery exclusively, has announced a new policy which 
provides for no exchange of colors. In announcing 
this new policy to its customers the company said : 

“Our policy of no exchange of colors is your abso- 
lute assurance that you will always get fresh stock 
from us. And that assurance is worth more dollars 
and cents to you in the long run than a few exchanges 
of doubtful value, is it not?” 

New colors which the company adopts, and which 
are not shown on the standard hosiery color card, will 
be exchanged if retailers return them immediately, 


XY 


William J. Fitzpatrick, selling agent for a number 
of leading hosiery and underwear mills, has become 
affiliated with Reinhard Huettig, president of Vogue 
Silk Hosiery Mills, with offices at 385 Fifth Avenue, 
New York. 

Mr. Fitzpatrick will handle Iluettig Feather Fash- 


however. 


ioned Hosiery and other Vogue products throughout 
New England. His office and salesroom is at 31 Bed- 
ford Street, Boston. 
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, Joseph 
president and general manager, was elected presidqy ae 
sales St¢ 
iocal dep 


Schimp f 


and general manager. Robert W. Allen resign 
position as president, and was elected chairman «{ 
hoard of directors and vice-president. Roger N. ‘ : 
ball, Jr., was elected treasurer and a director. Ge or 
Kimball, Jr., has been associated with the comp 

an executive capacity for the past four vears. » 


lus 


William R. Reiser, who has been connected wit 
P c ~ 
organization for the past 10 years, as auditor { 
expo! 
yack 
packe 
Th: 
president and general manager; Robert W. Allen. vic 
retail 


last two, was elected secretary. 
The present list of officers of the Allen-.\ ( 


its subsidiaries is now as follows: Roger N. ki 


president and chairman of board; Arthur s. 

vice-president and assistant general manager ; 
J. Hansen, vice-president in charge of underwea: -_ 
at Bennington, Vt.; R. N. Kimball, Jr., treasur: by © 


William R. Reiser, secretary. 


Kye E. 
Knit (1 
ris r . , . . ° ware C 
Che Nat Lewis Wholesale Corporation, manufa 
= : . - Jeca 
of handbags, is now in enlarged manutact 


: ais ' a. | 
quarters at 130 West Thirtieth Street, oceupyvin “— 
‘ by the 


in the 


Here is the Finery Hosiery department in the 
new Arch-Preserver Shoe Shop just opened at 
1507 Euclid Avenue, Cleveland, Ohio. This is 
one of the chain of Arch-Preserver stores con- 
trolled by C. E. Petot and his son, I:verett 
Petot. The entire store is decorated in ultra- 


space four times the size of the original plant. 
the innovations installed in this modern plan 
canary birds that sing all day long, a radio for t! 
of workers at lunch time, special sandwich rac! 
the use of workers, etc. The entire plant is fi 
ra in a color scheme of green and white. All tl 
modernistic style aaah, ; 
l.ewis bags are designed by Dave Lewis. 


. . ° ° . 2 y more 
Following the resignations of H. M. Gwyn, vice- xP adh 9 
: 7 e 7 yack UU 
president and general manager; Roy N. Blynn, assis- F 
sae ee ; a var oe ; . - — ‘or 
tant manager, and E. W. Linscott, treasurer, from the Rollins Hosiery Mills, Inc., of Des Moines, 


open 1 


Cadet Knitting Co., officers and directors have been established on April 15 their sixth branch omnes 
elected as follows: complete warehouse stock in Atlanta, Ga., at 78 


ing. 


BS : a rae -. — ee , me nary ¢ 
William M. Pepper, president (re-elected): J. P etta Street, in the Rhodes Building. A complet 
fs even ¢ 


of Rollins Runstop full-fashioned silk hosie1 
ible 1 


Nissen, vice-president in charge of production; A. O. 
° e ° e e e ° , > > i "he f P » 2 : i S st cl 
Mojo, vice-president in charge of foreign trade; women, Rollins socks for men, and Rollins sto 
M. M. Henderson, vice-president and treasurer; N. M for children featured and delivered from that poi 
Wilson, vice-president in charge of sales; N. I. Lahr, 
é ; ; cock 
assistant treasurer; II. J. Hibbert, assistant treasurer ; xy TI 
: rT 


Miss Mildred T. Davis, former advertising manage! heen 


servic 


W. M. Pepper, Jr., secretary, and R. I. Evans, assis 
tant secretary. The board of directors includes all 5. : ; es 
; of the Paterson Mutual Hosiery Mills, has joined th the re 


the officers and Roger Caldwell and FE. J. Heizeberg. og a ‘aieer 
; ea ; ae staff of the Vogue Silk Hosiery Co., in which 1 may 1 
In the reorganization of the company it has been i ee ' ; 
* ae ji : : hard Huettig has bought a controlling interest a . where 
decided to maintain executive and sales headquarters in ; : 

: ; cs ; vecome president. lor a 
Philadelphia, together with the shipping, dyeing and 
- . . . j ; - . ant 3 
finishing departments, while all actual manufacturing KA 

. . . . . rm ‘Tt - rd e ° we ce 
will be done in the company’s plants at Columbia, Tenn., he first sale of merchandise in the largest m 


and Decatur, Ala. tile building in the world, The Chicago Merch: 
Ee 3 Mart, was made on April 21 by a hosiery concern 


concern was the J. R. Beaton Company who ai 


thing 


‘ ° —_— . x ment 

At a meeting of the board of directors of the Allen- first tenants to move into this enormous structur r 

‘ fa 7 - i aes ‘ entire 

\ Co., held at the home offices at Kenosha, Wis.. re- Beaton Company moved into their new quart dus 

ame ; i : stig ag : tha 

cently, Roger N. Kimball, for the past 17 years vice- April 21 and did business that same day. ' 

: \ vets 
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Joseph Schimpf has been added to the New York 
ales staff of the Dexdale Hosiery Mills, to cover the 
Mr. 
| 
| 
| 
| 


ical department stores and resident buying offices. 


































y ] 
se . Schimpf was formerly manager of the New York 
- ofice Of Joske Bros., San Antonio, Tex. 
any xy 
: D. Goldsmith, who recently organized the Mar-Vel- 
, tus Silk Hosiery Co. after several years in the hosiery 
export field, reports considerable interest in the new 
, jacking policy of the company, whereby the hose are 
| al packed a single pair to the box. 
‘i Th purpose of this method of packing, according to 
a Mr. (coldsmith, is to eliminate extra handling in the 
an retail store and to give the hose a further air of ex- 
7 cdusiveness. The boxes are but 5 in. deep, and 434 
wei by 6! in. on top. 
A 
E. L. Stringham has been made president of the 
Knit (soods Corp., recently incorporated under a Dela- 
- ware charter, to take over the Alabama Hosiery Mills, 
” Decatur, Ala., and the Lengel-Fencil Co., Anniston, 
. \la. It is the intention of the new company to expand 
te by the purchase of other full-fashioned hosiery mills 
pe in the South and build additional mills. 
fo Why Two Departments? 
shed | CONTINUED FROM PAGE 119] 
Nat 
sion the department makes on the customer, inducing 
the individual to buy the first trip to the store, but, 
more important, being instrumental in bringing her 
back to the store to buy again. 
wa For instance, at the door there is an employee to 
- open it as one enters, and to open it again upon leav- 





ing. This is not a liveried employee, but a man in ordi- 






iar 

— nary dress, who actually seems to enjoy his job. To 
for even appear to enjoy a job like this, to make a favor- 
ng able impression twice upon each customer, requires 





the real knack of pleasing, the genuine courtesy of 





service which characterizes the store force and all Pea- 





cock activities. 
The comfort and convenience of the lady patron has 






heen considered in many ways here. For instance, at 





the rear of the store are numerous chairs where ladies 





may rest for a while, a writing table, with pens and ink, 





where correspondence may be attended to, while waiting 





lor a friend; a telephone for customers, mirrors, etc., 





and surrounding all of these the atmosphere of sincere 
All of these little 


things really have a big influence toward Peacock pres 





welcome and homelike informality. 






tige and success. 
The “apparent” size of the first floor hosiery depart- 






ment is doubled by a great mirror, which covers the 
entire west end of the department, and one isn’t sure 





that it is a mirror, so spotless it is, until one actually 





gets right up to it and takes pains to investigate the 





facts. 
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3 to 4 Times Greater Durability! 
*LARKWOOD 
VAMP-TOE HOSIERY 










Fine enough for all important social func 
tions, yet practical for Every Occasion! 
This remarkable hose has the toe like no 
other toe because the V-shaped tor 


reinforcement covers the toe joints and 
points of rub and wear and ends 





all friction holes caused by the aver 
age woman's 18,808 daily steps 
Super-sheer Shee and Ser- 
vice Weights at $1.95 and $1.65 
per pair Color exchange 
daily filling system quicke) 
turnover 
Send for Samples and 


Sales Plan... NOW! 


Style 348 
Most Beautiful Stocking 
in the World! 











This illustration shows where Note that the *VAMP-TOE en 
ordinary reinforcing ends (see tirely covet the toe joint 
white line) and how much extra whereas the ordinary Block Toe 
protection *LARKWOOD VAMP as indicated by the white line 
TOE HOSIERY gives gives only parti ‘ rage 


LARKWOOD SILK HOSIERY MILLS, Inc. 


CHARLOTTE, N. C. 
John C. Larkin, Dir. of Sales, 385 Sth Ave., N. Y. 
*Trade Mark Reg. and Patent Pend. 

















An Important Message 
Addressed to Live 
Shoe Stores 


One of America’s largest manufactur 
ers of high grade full fashioned ho- 
siery is entering the retail field, and is 
now making contracts to operate ho 
using their own 


siery departments 


trained salespeople. 


Under their aggressive merchandising 


methods, stores fortunate enough to 
of a 


] 


secure a contract are assured 
greatly increased volume of sales ans 
new customers. 

No Capital Investment Is Required 


by the Stores 


Address B-789, BOOT AND SHOE RECORDER 
239 W. 39th St. New York City 


Giving full information as to volume of sales, loca- 
tion and space available. 


































THE HANDBAG STORY 


Handbags have — introduced ! 


The inevitable trend of modern merchandising 
has decreed that handbags shall be admitted to 
the Boot-Shoe-and-Hosiery family. 


In keeping with its customary accuracy in gaug- 
ing the wants of the shoe trade, the Hosiery- 
Handbag Supplement predicts a period of start- 
ling growth for the lusty child. 


The manufacturers listed on 

page 130-131 can be relied up- 

on to fill your handbag require- 

ments. If you cannot find what 
you want, write to 


HOSIERY-HANDBAGS 


Supplement of the 


BOOT AND SHOE RECORDER 
239 West 39th St., New York 

















BooT AND SHOE RECORDER 
ombining 7. Sits t 4 











BOOT AND SHOE 


t(EKCORDER 


THE GREAT NATIONAL SHOE gee 
With Whichis Combined THE SHOE RE dactan 


L xe vil MAY 10. 1930 

















a line of canvas 
shoes styled to meet the 
demands of 


HOOD Sport Shoes . . . and the feminine 
flare for the outdoors open a new source 
of summer profits . . . in an uncultivated 


market, free from price-cutting competition. 
The Brae Burn 


These new Hoods satisfy smart shoe tastes 
100%. Whites, prints and trims in bright, 
up-to-date colors match summery sports 
costumes . . . extra quality fabrics, chic 
designs, and modish lines combine to 
create a standard of style, comfort, ease 
and foot support never before reached in 
women’s and misses’ sports footwear—at 
economical, profitable prices. 


See that your canvas shoe stock is complete 
to meet discriminating feminine | tastes. 
Profit by tying up with large Hood national 
advertising in women’s and misses’ 
magazines. Your order will be filled and 
shipped by the nearest Hood distributor 


the same day it is received. 


The Holiday 


ford 
11,666,522 Hood Game HOOD RUBBER COMPANY, INC. 


Look for the Hood Arrow 


N : ‘ 

hoe messages are ap- Watertown, Massachusetts 
in magazines read by 

women and misses. 
































LAZELL 


he Pride Mark 


of Fine Footwear 










































And Now Fashion Plate Footwear 
Embodies the New Evest Construction 


The greater beauty and originality of FASHION PLATE foot- 
wear has always been quite properly emphasized, but the really 
vital thing about it—today more than ever in the past—is that 
it is now EVEST constructed. 





Long after other footwear would have developed defects, the 
new FASHION PLATE EVEST constructed shoe is certain to 
retain its new appearance, shapeliness and inimitable glove-like 
fit. 


FASHION PLATE shoes—and these shoes only—bring to 
you the benefits of the greatest compliment to shoecraft ... 
the EVEST constructed shoe. 





N 
S 
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2, JOHNSON, STEPHENS AND SHINKLE SHOE Co. 
yA, SAINT LOUIS MISSOURI 
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